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On the Installment Plan 


One of our pronounced national habits is that of buying 
on the installment plan, and the practice has both its ad- 
vantages and disadvantages. 


Almost everything today is so purchased. We buy real 
estate that way ; we buy stocks and bonds in that manner; and 
automobiles, radios, furniture, and many other things are 
bought on the installment plan. 


Many persons could not have the things they want, and 
ultimately own, in any other way; and to that extent install- 
ment buying is a fine thing. 


There is but one thought in this connection which is 
presented and stressed, and that is that all things bought on 
the installment plan may, and very likely will, depreciate in 
value while the payments are going on. But there is one 
thing in the list of possibilities which is BOUND to AP- 
PRECIATE in these circumstances, and that is LIFE IN- 
SURANCE. 


Think this over. The idea is worth repeating: Life In- 
surance is the only thing bought on the installment plan 
which is sure to increase in value while its installments are 
being paid. 


THE NORTHWESTERN MUTUAL 
INSURANCE COMPANY 


Milwaukee, Wisconsin 



















































THE WESTERN and SOUTHERN 


HOME OFFICES: CINCINNATI 


Beginning January 1, 1931, and in consummation of its long-cherished desire of providing its patrons with insurance 
service unexcelled by any insurance organization in the country, The Western and Southern announces its entrance into 
the fire insurance field, which with its life, casualty, liability and surety organizations create the only multiple line in- 
surance company domiciled west of the Alleghenies, providing through the same organization insurance in all major lines 


for its patrons. ; tes pa : 
Upon the completion of building expansion plans at Broadway, Fourth and Fifth Streets, Cincinnati, Ohio, the entire 


group will be concentrated and operated from that central point. 


THE WESTERN AND SOUTHERN LIFE INSURANCE CO. 


CHARLES F. WILLIAMS, President 
FINANCIAL STATEMENT, DECEMBER 31, 1930: 





ASSETS LIABILITIES 
REAL ESTATE Home Office Building and Properties.$ 872,000.00 Legal Reserves for Policyholders...................... $ 97,573,982.04 
Real Estate Exclusive of Home Office 811,548.71 Premiums and Interest Paid in Advance............... 504,721.64 


MORTGAGE LOANS, first liens, one-half value }Eity  89,806/650.19 Taxes (1931) and Incurred Unpresented Items......... 1,547,312.63 
‘ Capital and Surplus (additional protection for policy- 


ie ee ee ke hknae ede beewes 4,856,893.21 
Cash, Government and Municipal Bonds............... 11,797,608.73 RINE nat OL Shia oO A ba eee 734, 
Net Uncollected and Deferred Premiums, and other i 

SE i Cac Vaden cha che onde eeeanaseed 


jisetstekinesacaddsatuaseanee $115,360,694.00 BR Pe Re OE eee TE Ee PE Maen ren ee 


POLICIES IN FORCE, 2,546,841—INSURANCE IN FORCE, $753,434,113 
Life insurance written on all ages from birth to age Annual Rates for $1,000 












































seventy, and for any amount up to $100,000; premiums can 
be paid weekly, monthly, quarterly, semi-annually or an- AGES | PREMIUM | AGES | PREMIUM | AGES | PREMIUM | AGES | PREMIUM | AGES | PREMIUM 
nually, at the convenience of the insured. 10 10.67 20 | 13.00 | 29 | 1637 38 | 21.78 47 | 3080 
The new rates just adopted by the Company for its life > op = ay = a = a 48 = 
policies are the lowest guaranteed premium rates offered by 13 | 1125 23 | 13.98 32 | 1789 41 | 2425 = 35.15 
any insurance company in the United States, thereby creating a 3 a 24 | 1434 33 | 18.46 42 | 25.17 51 | 36.84 
protection to policyholders at the lowest cost ever known to the = 11.93 = oa = ao = Pood ~ = 
insuring public. 17 | 1217 | 27 | 1550 | 36 | 2036 | 45 | 2833 | 54 | 4238 
These policies are issued in multiples of $1,000, and con- 18 | 1244 | 28 | 15.92 | 37 | 21.04 | 46 | 29.51 55 | 44.47 
tain guaranteed cash, loan, paid up and extended values. 19) 12.71 


SPLENDID OPPORTUNITIES are afforded in the sales end of the business 
by the company to young men of education and ambition. Fifty-two weeks 
employment each and every year. Communicate with any district office. 


THE AMERICAN LIABILITY AND SURETY COMPANY 


CHARLES F. WILLIAMS, President 
A subsidiary of The Western and Southern Life Insurance Company, writing all forms of insurance, fidelity and surety bonds. 


Ee, ec ene ce warssdecacteccecuseabean $1,500,000 
Automobile Health and Accident General Casualty Burglary Insurance Property Damage 


Collision Tornado Plate Glass Auto Liability Fidelity and Surety Bonds 
WM. C. SAFFORD, Vice President and General Manager . 


THE WESTERN AND SOUTHERN FIRE INSURANCE CO. 


CHARLES F. WILLIAMS, President 


This is the latest company to be added to The Western and Southern Group, and started January 1, 1931, with a capital 


and surplus of $500,000.00. 
The organization of this fire company completes The Western and Southern Group, to which we respectfully request 


your interest and patronage. 





WM. C. SAFFORD, Vice President and General Manager 


Identical executives and directors officer the entire group, thus insuring a 
united and co-operative policy for the satisfactory service of its patrons. 


COMBINED CAPITAL AND SURPLUS OF ABOVE ORGANIZATIONS, $17,734,677 








































THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Thirty-fifth year. No. 10. Friday, March 6, 1931. $3.00 
per year, 15 cents per copy. Entered as second-class matter June 9, 1900, at postoffice at Chicago, Ill., under act 

of March 3, 1879. 
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CALIFORNIA 


E are building a strong organ- | 
ization in California, having | 
just entered the State. We must have 
competent managers to build up 
general agencies in leading cities 
and this is a great opportunity for 
ambitious men. 


| 
We Enter 
| 


Our production is almost normal 
and we are forging ahead. Ask 
for information about our liberal 
agency contracts. 











| 'The 
32 Years 


of BANKERS RESERVE 
Successful LIFE COMPANY 


Operation | HOME OFFICE: OMAHA, NEBRASKA 

















Business in Force: $133,000,000.00 








NATION -BUILDERS 


Life insurance is a nation-builder in a very 
special sense. Premium deposits received from 
tens of millions of policyholders are redistributed, 
throughout the land, in both bond and mortgage 
investments that expand transportation, build 
homes, enlarge farms, house manufacturing and 
commercial businesses, finance public utility 
plants, erect hospitals, colleges, schools, and the 
like. The tens of millions of policyholders in this 
country, by having taken life insurance for their 
own protection and investments, have become 
nation-builders on a magnificent scale. Too often 
investments in bonds and other securities are 
thought of as money that is wrapped up in pieces 
of paper that represent the investment and is with- 
held from use, and the public does not see 
beyond the investment itself to the work which the 
investment performs for the convenience, the com- 
fort, the advancement, and the profit of the public 
at large. 


The Penn Mutual makes this investment distri- 
bution of the premium deposits of nearly 400,000 
American citizens. 


WM. A. LAW, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 
J. V. E. Westfall, Vice-Pres. 


THE PENN MuTUAL LIFE INSURANCE Co. 
PHILADELPHIA 


Founded 1847 Independence Square 


— 








Invest in a 
Life Income 


. 


The public is more intelligently invest- 
ment-minded than it was some time ago 
—far more interested in making sure of 
enough to meet minimum requirements 
than in speculation. 


Today there is a fresh and strong ap- 

~ : sta . > 1. if - 1 
peal in our Life Income Plan—life anc 
disability insurance to age 55, 60 or 65 
and after that a life income. 


Connecticut General 
Life Insurance Company 
Hartford, Conn 








Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of perma- 
nency and progressive development. Tie to a 
company that is growing. 

Desirable agency connections available in 


Towa Colorado 
Minnesota Ohio 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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STANDS FOR: concentration 











THE CENTRAL LIFE 





Choosing the course which seemed to be soundest, we decided some time 
ago to concentrate our agency building activities in the Central West, within 
easy reach of the Home Office. We are devoting our efforts right now to 
building up our organization in this territory. And our program is bearing 
fruit. 


Cultivation 

By cultivating intensively a limited territory, we are making ourselves felt in 
hundreds of communities, where the Central Life man is being helped to be- 
come one of the leading citizens. 


Contact 


Our close contact with representatives in this territory gives a personal touch 
to our dealings which makes for mutual advantage. An officer of our Company 
is a frequent visitor to most of our agencies, and men from the Field are often 


in the Home Office. 
Co-operation 


The Central Life is known as an agency-minded company. Everything is done 
with the Field in mind. Our executives have come from the Field, and they 
have not forgot the problems of the Field. 

Perhaps these things are largely responsible for the fact that in 1930 our vol- 
ume of paid-for business was 15 per cent larger than in 1929. 


Chance (meaning Opportunity) 


There are worthwhile openings right now for ambitious, energetic men with the 
proper qualifications, who wish to enlist under the banner of our Company. 
Especially four men who are able to handle general agency opportunities in 
the following cities: Springfield, Ill, Waukegan, Ill., Cedar Rapids, lowa, 


and Waterloo, lowa. 
Men who feel they could qualify for one of these openings, or for a contract 
with us somewhere else, are invited to write in confidence to R. E. Irish, Vice 


Central Life 


INSURANCE COMPANY 


of Illinois 


ALFRED MAC ARTHUR, President 


720 North Michigan Avenue so 
IN THE CENTRAL WEST 


CHICAGO 
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Broader Field for 
Annuity Contracts 


Men 40 to 55 Realize What 


Future May Have in 
Store 


LOOK TOWARD OLD AGE 


Ability to Pay Increased by Diminish- 
ing Family Expenses and In- 
creased Income 


NEW YORK, March 5.—Retirement 
annuity contracts are invading a con- 
stantly widening field. Most of the in- 
crease in this type of business due 
to increased interest on the part of a 
large class of men of 40 to 55 years of 
age who are making good incomes but 
have little else in the way of an estate 
except their life most of 
which is carried on the ordinary basis. 

Such men are excellent prospects for 
a program looking toward the support 
of their declining years. They have pro- 
ceeded far enough in their business or 
professional careers to have a definite 
idea of what the future holds for them. 
They have got over any idea that they 
are going to make large fortunes over- 
night and know that whatever they ac- 
cumulate in the days to come will be 
made by about the same procedure as 
they have followed in the past. The 
stock market blow-up and general busi- 
ness conditions have emphasized the 
vast and previously unheeded difference 
between safe and speculative securities. 


is 


insurance, 


Earning Period Limited 


These men know their earning period 
is limited. The need of a retirement 
plan is clear. If they can be induced 
to look ahead they can easily visualize 
the benefits of such a program. On the 
other hand, their ability to pay for it is 
increased. They should be at the peak 
of their earning capacity. Children have 
probably grown to an age where they 
are out of school or college or soon will 
be, and will be less of a financial drain 
than they have been. 


Various means have been utilized to 
facilitate the task of concentrating on 
the best prospects of this type. One 
suggestion is to use a list of the grad- 
uating classes of colleges and schools. 
The fathers of these graduates will be 
under a lessened financial burden than 
previously, and are presumably at an 
age when they should be thinking about 
plans for their retirement. 


No Appeal for Younger Men ; 


Men of younger ages are not so likely 
to be in a position to think about their 
retirement and are probably doing un- 
usually well if they can get together the 
premiums necessary for all the ordinary 
life insurance they ‘ought to be carrying. 

Agents who are pushing retirement 
annuities feel that it is a mistake even 
to approach a younger man in average 


Ohio Court Rules Against 
Mutual Benefit’s Clause 





In his opinion Judge Leach said: “I 
have been unable to find any statute 
which gives to the insurance commis- 
sioner of Ohio the power to make reg- 
ulations relative to disability insurance 
for the sole purpose or securing uni- 
formity among the policies written. If 
this end is desired, or desirable, it would 
seem that such authority should be 
granted by legislative enactment.” 

The final conclusion, however, and the 
judgment in the case was given on this 
phase of the litigation: 


Comes Under Misrepresentations 


“The court is inclined to the opinion 
that from the express power given in 
Section 9408 G. C, to prevent misrep- 
resentation in the title of insurance poli- 
cies and from Section 617 G. C. which 
gives to the commissioner the power to 
see that the laws relating to insurance 
are enforced and from the definition of 
his implied powers contained in deci- 
sions of the supreme court of Ohio here- 
tofore referred to, that the commis- 
sioners has implied, if not express 
power, to prevent the defining of some- 
thing as total which is not total. 


Suggests Revisions 


“To summarize, the court of the 
opinion that the plaintiff is authorized 
by the statutes of Ohio to write the 
general type and character of insurance 
proposed to be written in Forms S-1 
and S-2 but that the same as now sub- 
mitted to the insurance commissioner 


1S 








sition, as the chances are that he needs 
more straight protection than he already 
has, and that item should be taken care 
of first. His retirement appears far in 
the future, another reason for lack of 
interest on his part. 

Retirement annuity enthusiasts be- 
lieve that eventually the most popular 
form of life insurance will be a combi- 
nation of ordinary life and retirement 
annuity. They point out that one year 
renewable term, endowment policies and 
limited payment contracts each enjoyed 
vastly more general favor than they 


of ordinary life and term may 
a phase in the trend toward a more 
comprehensive form of coverage. Their 
present procedure is usually to recom- 
mend a man taking all the ordinary life 
he needs until he is 40 or over, 
annuity contract. 
Since applicants for this type of con- 
tract are not required to pass a physi- 
cal examination there is no danger in 
letting them wait till an age at which 
they might not be insurable. 





circumstances on the retirement propo- 





Applicants who have been rejected for 








do | 
now, and that the present predominance 
be only | 


and | 
then supplementing it with a retirement | 


COLUMBUS, O., March 5.—Former Superintendent Younger’s 
ruling on the Mutual Benefit Life’s disability clause has been upheld 
in the common pleas court of Franklin county. Judge Leach in his 
decision said that the Mutual Benefit is authorized to write its form of 
disability insurance but that the commissioner has power to dis- 
approve the definitions of the contract. 
that it seemed to please both sides of the controversy. As one lawyer 
expressed it, the opinion was 80 percent for the company, but 20 per- 
cent and the final conclusion was for the superintendent of insurance. 


The decision was unique in 





have titles unauthorized by the statute 
and that certain revisions heretofore in- 
dicated in the body of the policy are 
necessary before they meet the pro- 
visions of the laws of Ohio; that the 
court is without power to enjoin the 


commissioner from disapproving a defi- 
nition of ‘total’ which obviously not 
total, and from disapproving a definition 
of ‘permanent’ which obviously is not 
permanent. This can be met by the 
company by dropping the adjectives 
‘total’ and ‘permanent’ and using the 
word ‘disability’ alone, defined as in 
Forms S-1 and S-2, but without char- 
acterizing such ‘disability’ either 
‘total’ or ‘permanent.’ 

“For these reasons alone, the finding 
and judgment will be for the defendant 
and the petition will be dismissed.” 


is 


as 


Definitions Vary 


The Mutual Benefit case arose 
through the adoption by the National 
Convention of Insurance Commissioners 
in 1929 of a standard disability clause 
defining disability as inability to earn 
income. The Mutual Benefit defined 
total disability as inability to earn more 
than percent of a ftormer income. 
The Mutual Benefit introduced its pol- 
icy in Ohio and the superintendent of 
insurance refused to approve the form. 
The present decision the result of 
the Mutual Benefit’s action to compel 
Superintendent Younger to approve it. 


25 


1S 


ordinary insurance can often be sold 
retirement annuities They are good 
prospects, as is indicated by the fact 


they have been brought to the point of 
being examined. While they cannot buy 
(CONTINUED ON LAST PAGE) 





Find Keen Interest in 
Incomes for Old Age 


The Acacia Mutual has analyzed 
a large number of endowment at 
65 inquiries, and finds that in the 
age groups from 21 to 30, six men 
out of every 100 were interested 
in old age incomes. In the groups 
from 31 to 40, 26 men out of ev- 
ery 100 were interested in incomes 
after age 65. In the groups from 
41 to 50, 33 out of every 100 were 
interested, in the age groups 51 
to 60, 25 out of every 100, and 
from 61 to 70, eight out of every 
100. 














New Troubles for 
Home of Arkansas 


New Suits Filed by Inter-South- 
ern Life and Banks 
Estate 


CONTEST SALE OF STOCK 


Seek Assets of Fire, Accident Carriers 
Under Company Agreement— 
Complicated Situation 


LITTLE ROCK, ARK. 
More troubles for the Home Life of 
Arkansas, one of the A. B. Banks group 
involved in the crash that followed the 
Caldwell failure in 


March 5.— 


show it is 
“out of the woods.” 
Suits have been brought in Nashville 
and in Little Rock by the Inter-South- 
ern Life to set aside contracts the 
of certain the Inter- 
Southern to the 
The Nashville suit 
two contracts, one of 
for the purchase by the Inter-Southern 
of the Home Life, the Home Fire and 
the Home Accident; the other was a “re- 
purchase agreement’ whereby the com- 
pany would be forced to buy back cer- 
tain securities sold to Caldwell & Co. 


Tennessee, 
not yet entirely 


for 


sale stocks of 


Home Life. 


would set aside 
which provided 


Banks’ Trustee Sues 

Title of the Home Life to 538,66634 
shares of stock in the Inter-Southern is 
attacked in a suit filed in the United 
States district court in Little Rock by 
J. K. Rippel, trustee in bankruptcy for 
the estate of A. B. Banks, A. B. Banks 
& Co., and Van M. Howell Company. 
The court asked to set aside a con- 
tract by which on Nov. 25, the defen- 
dant conveyed the Inter-Southern stock 
to the Home Life. These shares, it 
alleged, were pledged to Mr. Banks and 
associates, for a balance of approxi- 
mately $2,020,000, which was due from 
Caldwell & Co. at the time of its col- 
lapse early in November. 


is 


is 


Wants Stock Returned 


In the suit at Nashville the Inter- 
Southern waives any claim to the cash 
or securities applied to the purchase of 
the Home companies’ stocks, but in- 
sists that the 538,66624 shares of Inter- 
Southern be returned. At present, these 
shares are held in escrow by the Amer- 
ican National Bank at Nashville, where 
they were placed when negotiations 
were under way for the sale of this and 
other Inter-Southern stock to the Key- 
stone Holding Company of Hammond, 
Indiana, at $1.50 a share. It was in 
anticipation of this sale that the Banks 
group transferred their interest in the 
Inter-Southern stock to the Home Life 
for the purpose of strengthening that 


concern after the financial crash of Rog- 
ers Caldwell. 

Another phase of the complicated liti- 
gation is the filing of interventions in 
circuit court by the Home Life to seek 

(CONTINUED ON LAST PAGE) 














































































4 
New Orleans Program of 
Ad Conference Announced 





LEIPER GENERAL CHAIRMAN 


Southern Regional Meeting April 30- 
May 2 to Draw Fine Aggregation 
of Speaking Talent 


NEW YORK, March 5.—Men of na- 
tional prominence will speak and lead 
roundtable discussions on all phases of 
insurance advertising at the southern re- 
gional meeting of the Insurance Adver- 
tising Conference to be held at New 
Orleans April 30-May 2, inclusive. 

Among the speakers are Prof. C. W. 
Pipkin, Louisiana State University; A. 
E. Babbitt, Lamar Life; Wallace 
Rogers, Gale & Pietsch advertising 
agency; R. B. Cousins, Jr., president 
San Jacinto Life; Lorry Jacobs, South- 
land Life, vice-president of the confer- 
ence, 


Round Table Leaders 


Leaders of the roundtable discussions 
will include T. J. Hammer, Protective 
Life; W. L. Rawlings, Columbian Mu- 
tual; R. B. Magee, Lamar Life; S. M 
Gamble, Volunteer State Life; C. S. 
Smith, National Life & Accident; a aon 
Fleming, Life of Virginia; Raleigh 
Crumbliss, Provident Lite & Accident; 
S. M. Saufley, Inter-Southern Life; 
H. G. Mitchell, Jefferson Standard Life, 
and J. C, Small, Continental Life. 

Bart Leiper, advertising manager 
Pilot Life, is general chairman. Local 
arangements in New Orleans are in 
charge of W. B. Wisdom, Union In- 
demnity, and John Murphy, Pan-Ameri- 
can Life. Headquarters will be in the 
Roosevelt Hotel. 


O’Donohue Picked to Fill 
F. E. Cann Vacancy in Pilot 


W. T. O’Donohue has been elected 
executive vice-president of the Pilot Life 
to fill the vacancy created by the death 
of F. E. Cann. Mr. O’Donohue has 
been vice-president and secretary of the 
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Vice-President Parsons 
of Pacific Mutual Dies 





sons went to Los 
later moved to San Francisco, where in 
1922 he was appointed manager of the 
Pacific Mutual's branch agency 
In 1924 he was made vice-president and 
in 1926 he was transferred to the home 
office. 
as vice-president he was made superin- 
tendent of agencies. 
rector of the Pacific Mutual Life as well 
as a director of the Pacific Indemnity 
and the Pacific Finance companies. 





ARTHUR C. PARSONS 


Arthur C. Parsons, 46, vice-president 
I 


and agency superintendent of the Pacific 
Mutual Life, one of the most popular 
insurance 
C 
Feb. 27. Death resulted from an over- 
dose of sedative taken to relieve the 
pain of a severe headache due to sinus 
trouble. 
Los Angeles Monday. 


on the Pacific 
Angeles, 


executives 
oast, died suddenly at Los 


Funeral services were held in 
A native of Schuyler, Neb., Mr. Par- 
Angeles in 1895 and 


office. 


In 1929 in addition to his duties 


He was also a di- 








Jefferson Standard Life and will con- 
tinue in that capacity. He has been 
connected with the Jefferson Standard 





for 20 years. The Jefferson Standard 


purchased control of the Pilot Life, but 
the two companies are operated sep- 
arately. 


| Supreme Cut ae to 
| Hear Modern Woodmen Case 


| 
|END OF CONTROVERSY SEEN 


Rate Readjustment Upheld by Action— 
Eighteen-Month Fight Brought 
to a Close 


WASHINGTON, D. C., March 5.— 
United States Supreme Court has up- 
held the Modern Woodmen rate read- 
justment by refusing to hear the case 
on the ground that it is not a federal 
question for consideration by that court. 
The rate readjustment already had the 
approval of the Illinois supreme court 
so the new decision is expected to end 
the controversy over the head camp’s 
action in placing the society’s rates on 
an actuarially sound basis. 


TALBOT GIVES VIEWS 

LINCOLN, NEB., March 5.—Head 
Consul Talbot of the Modern Wood- 
men believes that the action of the 
United States Supreme Court in refus- 
ing to hear the consolidated appeal cases 
taken there by organizations opposed to 
the new rate schedules ends the 18- 
month controversy, and that the officers 
will now be permitted to complete the 
work. At no time has the rebellion in- 
volved very many camps or members, 
and the work of transferring all of those 
who joined before 1919 to the new basis 
of complete solvency is well advanced. 
Woodmen officials here say that the new 
threat to bring proceedings to oust the 
officers and name a trustee on the 
ground that they are dissipating organi- 
zation funds is not alarming. 


General Agents’ School Is On 


PHILADELPHIA, March 5.— De- 
parting from its usual procedure, the 
Penn Mutual Life is this week holding 
the first week of its general agents’ 
school at New York instead of running 
the entire program at Philadelphia, as 
formerly. The general agents will go to 
the home office next week. 

Meetings are held in the morning and 
practical recruiting work is done in the 
afternoon. The school is in charge of 
V. B. Coffin, director of education, as- 
sisted by J. A. Preston, J .E. Gibbs and 
E. H. Norene, also of the home office. 























Total 
Assets Capital 
3 $ 

CO ee eee 563,929 100,000 
Chicago Natl 1,966,859 300,000 
Citizens Natl 169,919 125,000 
Columbia O... 4,330,636 200,050 
Continental, Il. 15,401,971 1,000,000 
Durham ....... ae 2,457,018 200,000 
Fidelity Mut. ....... 93,543,498 eecces 
Serra 3,156,856 100,000 
Guaranteed Secur... 327,361 100,000 
Gulf States ........ 1,053,567 248,000 
Hawkeye cCeacegee 1,570,236 100,600 
Life & Casualty.... 12,200,175 1,500,000 
Lincoln Natl......... 76,238,357 2,500,000 
Mid-Continent ...... 4,673,237 100,584 
Monarch .........+. $19,189 200,000 
Morris Plan gcvees 1,646,050 525,000 
Mutual, Md......... 15,095,291 500,000 
National, Ia......... 6,942,387 cece. 
Natl. Old Line, Ark. 510,826 152,003 
Natl. Old Line, Kan. 194,869 100,000 
Natl. Progressive.... SE.7GR 8 =—«s—s_ cence 
Natl. Reserve ...... 3,221,470 50,000 
No. Am. Reas., N. ¥Y. 12,401,212 1,000,000 
Pacific Natl. ........ 1,029,022 726,501 
Pioneer, Neb. ....... 385,054 150,000 
Presbyter. Ministers. 20,333,333 = .cecce 
Republic Mut. ..... 327,399 100,000 
Security Mut., Neb.. - 36 ee 
Se, I Avcccdeess 271,020 137,500 
Teachers Ina. & An. 23,681,588 500,000 
Texas Prudential.... 1,684,265 200,000 
Unionaid ...... ae 41,113 10,000 
Union Mut., Ia.... 315,402 = .sauee 

523,651 300,000 


United, Il. ........5 


*Ord., $1,298,200; Ind., $21,475,401. 
t0rd., $1,160,387; Ind., $10,389,022. 
tOrd., $326,363; Ind., $100,734. 
$Includes accident and health. 


FIGURES FROM DECEMBER 31, 
LIFE COMPANIES 


1930, 


STATEMENTS 





























Gain Prem. Total Benefits Total 
New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 
Surplus 1930 Dec. 31, 1930 in Force 1930 1930 1930 1930 
$ $ $ x 
18,550 2,627,500 10,739,264 —809,988 302,094 
$5,401 19,325 241 48,885,491 10,898,121 985,032 
22,456 718,148 198,170 27,791 
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Caldwell’ s ond Seuthern 
Deals Told by J. O. Carter 


IN TENNESSEE INVESTIGATION 


Louisville Company Files Two Petitions 
to Set Aside Contracts Negotiated 
by Caldwell & Co. 


LOUISVILLE, Mar. 5.—Recent de- 
velopments in the Caldwell & Co. in- 
vestigation at Nashville have not aided 
the position of the Inter-Southern Life. 
a former Caldwell & Co. institution 

J. Dewitt Carter, a Caldwell vice- 
president, testifying before a legislative 
investigating committee at Nashville. 
said his attempted resignation last 
March was due to the expressed inten- 
tion of Rogers Caldwell to strip from 
the Inter-Southern Life a large amount 
of cash and valuable securities. Mr. 
Carter at that time was a director of 
Inter-Southern, and continued as such 
until after the Caldwell crash, and sale 
of Caldwell control in the Inter-South- 
ern. 

“We had proposed a trade,” Carter 
stated, “whereby the Inter-Southern was 
to acquire a block of Missouri State Life 
and of other companies which we 
owned. I opposed the transaction be- 
cause I felt it was unsound from the 
standpoint of life insurance generally 
and against good public policy. I called 
at Mr. Caldwell’s home one night for 
a final conference. At that meeting 
Rogers Caldwell was there, Meredith 
Caldwell, C. G. Arnett, president of 
Inter-Southern, and Mr. Goodloe. Fi- 
nally Rogers Caldwell made the remark: 

**What’s the use of having these com- 
panies if you can’t use them to your ad- 
vantage some time?’’ 

Carter further told of a deal in late 
October between Caldwell and James B. 
Brown of BancoKentucky Co., Louis- 
ville, whereby it was proposed that 
Caldwell & Co. turn over its insurance 
holdings to the Associated Life Com- 
pany, which would turn over about 
$5,000,000 in cash to Caldwell. This 
deal was not completed. 


Two Petitions Filed 


The same day Mr. Carter was testify- 

ing in Nashville, the Inter-Southern filed 
a petition in the U. S. district court at 
Nashville, seeking to set aside two con- 
tracts with Caldwell & Co. One of 
these provided for purchase by Inter- 
Southern of the Home Life, the Home 
Fire and Home Accident of Little Rock. 
The other was a repurchase agreement 
whereby Caldwell could force the Ken- 
tucky company to buy back certain se- 
curities which it conveyed to Caldwell 
& Co., for 116,000 shares of the stock 
of the Missouri State Life. 
; This agreement, the petition said, 
“was unconscionable, fraudulent and 
was intended to and did result in unfair 
advantage to Caldwell & Co.” 

The petition seeking to set aside the 
Inter-Southern’s purchase of the Arkan- 
sas companies charged that Caldwell & 
Co. did not keep its agreement to sub- 
stitute “clean” assets or cash for “ques- 
tionable” assets of the Home companies. 

The quadrennial examination of the 
Inter-Southern now being made will be 
completed shortly. This report will 
establish the situation in Inter-Southern, 
and whether Caldwell substitutions were 
on a sound basis, and whether such 
transactions impaired capital, assets, or 
policy reserve. 

There is much discussion regarding 
Missouri State Life’s book value, security 
market value, par value, value at which 
Inter-Southern acquired it, and value at 
which the Kentucky department  per- 
mitted it to be figured in considering it 
as policy reserve as well as earning 
value. Inter- Southern’ s financial condi- 
tion, it is said, is to a large extent, a 
question of the value that is placed on 
its large block of Missouri State Life 
stock. 
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Suit in McFadden Case to 
Restrain Policy Collection 


16 COMPANIES HAVE 


$1,019,250 


Lloyds Casualty Charges Misrepresen- 
tations in Application for $25,000 
in That Company 


PHILADELPHIA, March 5.—The 
Lloyds Casualty has brought suit in 
the federal court here to restrain collec- 
tion of the $25,000 accident policy of 
G. H. McFadden in that company. Mr. 
McFadden, a wealthy cotton broker, 
was found dead in his bathtub the early 
part of January. It was at first re- 
ported that death was due to heart trou- 
ble. However, the following day the 
coroner held an autopsy and declared 
that the death had been accidental and 
had been due to electric shock from a 
vibrating machine he had been using at 
the time of his death. His $1,100,000 of 
life insurance was paid without ques- 
tion, as there were no double indemnity 
provisions. There were 16 accident com- 
panies on the risk with a total of $1,019,- 
250 accident insurance. 

Had Second Autopsy 


All of the companies on the case had 
agreed to act jointly and to accept the 
decision of a committee of three and to 
have one investigator, J. H. O’Rourke. 
The committee only learned of the 
Lloyds Casualty suit in the newspapers. 
The day following the filing of the suit 
a special meeting of the committee was 


called, but one member was sick and 
no action was taken. 
Before Mr. McFadden’s funeral the 


companies, in view of the large amount 
of accident insurance and the question 
of accidental death, requested permis- 
sion to perform an autopsy. The re- 
port differed from that of the coroner’s 
autopsy. The second one was conducted 
by Drs. Scamm, of Trenton, Delk and 
Robertson, Philadelphia, and Sheehan, 
New York, for the companies, and Drs. 
Wadsworth, Norris and Stengel, for the 
family. 

In its suit the Lloyds Casualty 
charged that McFadden had obtained 
the $25,000 accident policy a year ago 
through “constructive fraud.” The com- 
pany declared that in obtaining the pol- 
icy, McFadden stated that the only 
medical treatment he had received in 
the preceding five years was for “minor 
illness and removal of tonsils” and that 
he had not been rejected by an insur- 
ance company in the same period. The 
company charges that these statements 
were false and claims to have evidence 
that he suffered a heart condition so 
serious he applied at Johns Hopkins 
hospital for treatment in 1925 and that 
he went to Vichy, France, in 1928, for 
treatment for an acid condition. It is 
charged that in the same period Mc- 
Fadden was rejected by the Hartford 
Accident twice and also by the Travel- 
ers, Missouri State Life and Sun Life of 
Canada, and that he applied to the 
Equitable of New York for $500,000 but 
that that company declined to give him 
a policy larger than $50,000. 

It is not known just what action the 
other accident companies will take. The 
members of the committee together with 

t. O’Rourke declined to make any 
Statement except to say that “the regu- 
lar investigation is being made.” 





A. L. C. Service Is Complete 


With forty-three state legislatures in 
Session, the American Life Convention 
iS giving its members a high class; up- 
to-the-minute service, keeping them ad- 
vised as to what is happening at the 
Various state capitals. Twice each week 
regular editions of the convention “Leg- 
islative Bulletin” are issued and from 
time to time, as occasion warrants, spe- 
cial bulletins are sent out. This service 


is the most complete of its kind in the 
country. 





Disability lssue Still 


Vague 





Only Time Will Tell Whether Business Is Being Under- 
written Properly—Tendency Is Seen Against Further 
Rate Increases and for Benefit Reductions 





By R. B. MITCHELL 


NEW YORK, March 5.—In the com- 
paratively short time that has elapsed 


| 


since general adoption of the new dis- | 


ability clause and increased rates last 
July, it has been possible to formulate 
only a vague idea as to how the dis- 
ability situation will eventually work 
out. 

In general, companies are frankly 
feeling their way. The only statement 
that can be made with any degree of 
certainty is that disability experience 
is worse than was forecast, even with 
the new rates and provisions, but it 
will take five years or so before any- 
thing at all conclusive can be said. 


Time Alone Will Tell 

Disability, unlike death, is not neces- 
sarily permanent and the percentage of 
recoveries is as important as the num- 
ber who become disabled. For this rea- 
son a considerable period is needed in 
order to make predictions which have 
any hope of accuracy. 

Unlike the history of large risk mor- 
tality, experience on large disability 
cases has not been outstandingly bad 
and there seems little reason to think 
that there are unfavorable influences at 
work in big income disability policies 
which are not present in the average 
size contract. 

For a number of years life companies 
have been enjoying a steadily lower 
death rate. However while medical 
science has been busy in lengthening 
the span of human life it has not neces- 
sarily meant that the added years are 
healthy ones, and often they are just 
that many more years in which to be 
sick or disabled. 

Tuberculosis furnishes 


a good ex- 





ample. A generation or so ago the vic- 
tim of this disease was considered as 
good as dead. Today with what doctors 
know about the disease and its treat- 
ment the tubercular patient’s life may 
very well be prolonged to a ripe old 
age—with his insurance company pay- 
ing him a disability income the entire 
time. 

Diseases of the circulatory system 
offer their victims much more in the 
way of life expectancy than they did in 
the days when little was known about 
heart trouble except that the patient 
Now- 


blood pressure knows that he can live 
a long time if he takes care of himself. 

This usually means quitting work, 
which in turn means another disability 
claim. Since it is quite likely that he 
couldn’t afford to stop working unless 
he had disability insurance, he probably 
lives longer as a disability beneficiary 
than if he were not so insured. 


Depression Factor Is Slight 


Apparently little can be blamed on 
the depression in increases in either rea) 
or fake cases. Whatever the rise has 
been from this cause, it is difficult to 
tell whether a claimant has been physi- 
cally or mentally broken by the strain 
he has been under or whether he merely 
wants the insurance company to keep 
him while business is bad and his in- 
come is off. 

While at first glance it may seem as 
if everyone were looking for a chance 
to live at the expense of his fellow 
policyholders, the percentage of dis- 
honest or suspicious disability claims is 

(CONTINUED ON LAST PAGE) 








New Home Life Agency Chiefs 











Cc. GC. FULTON, JR. 


NEW YORK, March 5.—C. C. Ful- 
ton, Jr., has assumed his new duties as 
superintendent of agencies of the Home 
Life of New York, succeeding H. W. 
Manning, who recently went with the 
Great West Life of Winnipeg as assis- 
tant general manager. Mr. Fulton was 
previously assistant superintendent of 
agencies following field and home office 
experience in various capacities. Mr. 
Fulton is a civil engineer and attained 
prominence in that field before entering 
the life insurance business. 











A. B, DORAN 


A. B. Doran, who has been agency 
supervisor of the company, has been 
made an assistant superintendent of 
agencies, in which capacity his duties 
will be primarily the supervision of the 
business management of the agencies. 
Mr. Doran is a graduate of the Uni- 
versity of Toronto and spent two years 
in forestry work in Canada prior to 
coming here. He joined the Home Life’s 
actuarial department in 1923, and in 
1928 was given new duties as agency 
supervisor. 








Simon and Hull Features 
of Philadelphia Program 


ADDRESS LIFE ASSOCIATION 


Pointed Tips on Future Course for 
Producers Given by Two 
Noted Speakers 


Life insurance is on the brink of a 
new and a third era, with a new type 
of life underwriter, one who will have 
clients and a clientele rather than 
friends and policyholders, Leon Gilbert 
Simon, Equitable of New York in New 
York City, stated at the February din- 
ner-meeting of the Philadelphia Asso- 
ciation of Life Underwriters last week. 
He spoke on “The Challenge of the 
Future.” 

He said that the great war, influenza 
epidemic and development of business 
aided development of life insurance to 
its second era. Life insurance now is 
entering the third era, one in which the 
life underwriter will have a different 
social status. The public will go to life 
men and women in the same way they 
go to lawyers and doctors. 

The first era, Mr. Simon said, was 
characterized mainly by “footwork (see 
enough people and you're bound to 
sell).” rhe second era brought in a 
new tactor, “footpower plus headpower 
(see enough people in the right way).” 
The third era is one of footwork, head- 
work, selectivity and discontent. 

He explained “selectivity” by using 
the radio as an illustration. By turning 
the dial one can get almost any program 
he desires. He said, “I do not believe 
that every man is my prospect.” He 
advocated agents using selectivity in se- 
lecting prospects. “See the right kind 
of people for you,” he advised. 

By discontent, he said, is meant con- 
structive discontent. He went on to tell 
of an automobile manufacturer who told 
him that the “greatest asset in our busi- 
ness is discontent” and that it was dis- 
contented car owners who were respon- 
sible for better autos, better gasoline 
and research laboratories. 

_Mr. Simon remarked that the right 
kind of underwriter is using his feet to 
carry his head to the place where it 
will do the most good. 

_ Roger B. Hull, managing director 
National Association of Life Underwrit- 
ers, in his talk used as an argument 
for life underwriters joining the asso- 
ciation, the banana. “Consider the 
banana,” he said. “Every time one 
leaves the bunch, it gets skinned.” 

He denied published reports that in 
a talk in California he called non-mem- 
bers “parasites.” He said that what he 
said was that if every man and woman 
carrying a rate book becomes a benefi- 
ciary of the association, does the agent 
want to become a parasite or does he 
want to share his part of the cost. 

He then went on to say that life 
agents are selling peace of mind and 
that they have just scratched the sur- 
face. He said that a business man told 
him, “I am through buying life insur- 
ance for my beneficiary, I am buying it 
now for myself.” Then he went on to 
give observations of a number of lead- 
ing producers. 





Van Schaick Committee Head 


_ President Jess G. Read of the Na- 
tional Convention of Insurance Com- 
missioners announces the appointment 
of Superintendent Van Schaick of New 
York as chairman of the committee on 
valuation and securities to succeed Su- 
perintendent Behan, who died recently. 





Extends Group Contract 


The Colgate-Palmolive-Peet Com- 
pany has contracted for $780,000 group 
life insurance for 563 employes of its 
subsidiary, Kirkman & Son, Brooklyn, 
through an extension of its contract 
with the Equitable Life of New York. 











THE 


NATIONAL 









































New Home Office Building 


A Comblete Life 
Insurance Service 
for a Modern Age 


cI 
We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 

—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 

—Special Monthly Premium Payment Plan. 

—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 

—NEW FAMILY INCOME PROTECTION 
POLICY. 

—Sales Planning and Circularizing Department. 

—Producers’ Club. 

Available territory in seventeen 

states West of the Mississippi 

River and in Illinois and Florida. 


>. t- 


WRITE DIRECT TO HOME OFFICE 
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Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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| Terse Seenemate is Cited 
in Talk to Bowmen Agency 


POINTED SALES EXPEDIENTS 


Iowa Attorney and Life Insurance Lec- 
turer Gives Valuable Tips to Bank- 
ers Life Staff 


An interesting talk on life insurance 
trusts in which it was demonstrated that 
by dividing life policies in the proper 
way, they can be made to do practically 
everything that a trust will do, was 
given before the Delkorrest Bowman 
agency of the Bankers Life of Des 
Moines in Chicago by R. N. Klass, an 
attorney of Cedar Rapids, la., who for- 
merly was an agent for the Travelers, 


and is now a life insurance lecturer. 

Mr. Klass also spoke on life insur- 
ance as an investment and demonstrated 
the difference between the — security 
found in a life insurance contract and 
any other investment. He used a Chi- 
cago daily newspaper advertising shares 
in an’ insurance trust holding company 
at $2,000 a unit, and showed that in the 
back of the same newspaper this secur- 
ity was offered that day for $1,400. 


Points to Greater Security 


He pointed out that the holding com- 
pany had only a limited number of units 
of security, whereas the life insurance 
company was backed by thousands, and 
beyond that was a living corporation 
which was working to guarantee per- 
formance of this contract and a profit. 

One of Mr. Klass’ arguments when a 
prospect says he wants to talk it over 
with his wife is to ask if she ever has 
been connected with alife insurance 
company, and he points out that she 
doesn’t know anything at all about run- 
ning the business. “Then what in the 
world is she doing in the business?” Mr. 
Klass asks. “You put her in the busi- 
She’s in it. She’s running a life 
insurance company with only one life 
insured—yours. When the best men in 
the business have to have 100,000 lives 
to operate successfully, she can’t get a 
law of average on one life. She'll realize 


ness. 


she was in the life insurance business 
when your funeral puts her out of the 
business, and puts her into the clothes 


dress making or factory work- 
She’s carrying all the 


washing, 
business. 
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A. L. C. Leader Dies | 











ing 
risk,” 

Uses “Reinsurance” Argument | 

To the prospect who says he is not | 


interested, Mr. Klass advises the agent 
to state that he would like to have per- 
mission to speak to the wife regarding 
reinsurance, and to point out to the hus- 
band that reinsurance is a matter of ob- | 
taining someone to carry a part of the 
risk and stand a part of the loss when 
the primary insurer does not want to 
carry it all. He points out that the wife 
is the primary insurer on the husband 
and that she can reinsure now, but can- 
not after a loss. 

“When a man goes to prison, you and 
I think of his family and wonder how 





ROY M,. JONES 


Following a brief illness, Roy M., 
Jones, 48, secretary of the Atlantic Life, 
died of double pneumonia at a Rich- 
mond hospital Monday. He had spent 
practically his entire life in Richmond, 
His early insurance experience was with 
the Union Central Life and the Life of 
Virginia. He joined the Atlantic in 
October, 1908, and was advanced to as- 
sistant treasurer in 1910. He became 
secretary in 1915. He was active in the 
American Life Convention, especially in 
the home office management section, 
and also active in the Life Office Man- 
agement Association. 


along,” Mr. Klass said. 
who suffer punish- 
In prison he gets 


they will get 
“They're the 
ment while he’s there. 


ones 


food, clothing, medical and hospital care 
and attention—all furnished free. The 
family gets poverty, suffering, hunger, 
humiliation. 
It Is Family That Suffers 

“How'd you like your children to try 
and make a start like that? It’s the 
wife and kids who have to take it on the 
chin. They take it on the chin just the 
same when the prison is a coffin in the 
graveyard. When they put you away 
for taking the bank’s money, you may 
come back. When they put you away 
for taking pneumonia, you never come 
back.” 

Another argument which he uses 1s: 
| When it comes to paying the grocery 
bill and house rent, what’s the difference 
between the woman whose husband 
elopes with the beautiful blond and the 
widow with orphaned kiddies? He may 
come back from the blond—he'll never 
come back from the grave. The law 
can make a husband pay, the law cant 
make a corpse pay. The cost of the 
elopement he pays, himself. The cost 
of the sickness and funeral, the widow 
pays. 





MEETS YOUR SELLING NEEDS 





MARCH — Life insurance is independent of probate 
,court red tape and provides immediate cash. 


HIS is a picture from The National 
Underwriter 1932 Calendar de- 
signed especially to fit the “7 ng 
needs of the life underwriter. + has 
12 timely rotogravure pictures 
mounted on a heavy green board 
back. Exclusive franchises granted in 
cities under 100,000. Send 0c for 


sample. 


The National Underwriter 
A-1946 Insurance Exchange, Celeoge, 
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Huge Inheritance 
Tax Involved in 
Dorrance Estate 








NEW YORK, March 5.—The $4,- 
500,000 death claim paid on Dr. J. T. 
Dorrance, head of the Campbell Soup 
Company, who died last fall, will prove 
far short of being adequate to pay the 
state and/or federal inheritance tax on 
his estate. 

A revised financial estimate sets the 
amount of the estate at $200,000,000. 
The state tax, it is estimated, would 
amount to $30,000,000 and federal as- 
sessments to $7,000,000. 

Because of the size of the tax an ef- 
fort is being made to secure permission 
to pay the tax in instalments over a 
period of years, for it is contended that 
it would be necessary to liquidate as- 





LIFE 


sets below their actual value if the ex- 
ecutors were forced to pay the tax with- 
in a few years, as the law specifies. 

A large part of the claim was for 
business insurance payable to the Camp- 
bell Soup Company. 


DEPRECIATION IS HEAVY 


Expense of settling a $200,000,000 es- 
tate such as that of Dr. Dorrance is 
estimated close to 22 percent, or $44,- 
000,000. 

Marc A. Law, general agent National 
Life of Vermont in Chicago, a nation- 
ally recognized authority on tax and 
estate matters, this week figured for 
THe NATIONAL UNDERWRITER the Pennsyl- 
vania inheritance tax at $31,482,800, and 
the federal estate tax at $7,870,700. 
Much depends on the disposition of his 


estate made by Mr. Dorrance. At any 
rate, the probable total levy is $39,353,- 
500. 


There is a 5 percent discount in Penn- 
sylvania if the tax is paid within three 
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months, after which 12 percent interest 
is charged as a penalty for unexplained 
delinquency, and 6 percent if failure to 
pay is unavoidable. 


Greenwood Tells Policy in 
Cultivating New Territory 


Extension Ix Possible Vice-President F. W. Griffin and J. E 
Daniel, medical director of the Great 
Southern Life of Dallas, are now mves 
tigating conditions in lowa, Illinois and 
Kentucky for the purpose of reporting 
to the home office on the advisability 
of entering one or more of those states. 
sacrihcing of President E. P. Greenwood of 
assets by quick sale. ; | Southern, a company which has been 

If the extension is obtained, 6 percent expanding very rapidly recently, states 
interest is charged, starting six months|/that it has never been the policy to 
after the due date. 

In addition, Mr. Law points out costs 


The federal tax is not due for a year. 
However, there is no discount for 
prompt payment. An extension of five 
years or less can be obtained on a 
proper showing that to force immediate 


j 
payment would require the Great 


states and procure a 
“merely for the fun of it or to 


launch into new 
license 





ol probate, executors’ and attorneys’ take on some extravagant organization 
fees, and other items usually run be-|/in the beginning. We have seen that 
tween 3 and 5 percent. Mr. Law also | fail too many times and redound to the 
emphasizes that even the five-year ex- | detriment of companies. Our plan is to 
tension might not save an estate if the | start in a modest wav and build as we 
market for securities, real estate and |}go, and for permanency.” 

other assets in the estate remained at a rhe Great Southern is also watching 


low point for a long time. the possibilities in California 





In all times of stress 
a strong anchor of safety 


“ST IFE insurance as it grows adds no burden 
to the unemployment situation. It takes away nothing from the strength of 
the economic structure. On the contrary, it is a stabilizing force all the way 
through, helping to build up, to repair gaps, and in its orderly progress as 
the medium for the transference of modest wealth from the fortunate to 
the unfortunate, causes no dislocation of economic and financial forces.’’ 
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Our 1930 Financial Statement 


shows this Company holding its usual strong position 
may in Resources and Surplus Funds 
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TO COMBAT HEART DISEASE 


More than 1,000 physicians in up- 
state New York have joined with Dr. 
J. V. DePorte, director of the division 
of vital statistics in the state department 
of health, in a widespread and searching 
study of heart disease in an attempt to 
lower the death rate from this cause. 

Heart disease, Dr. DePorte says, has 
been the leading cause of death in New 
York state for the last 18 years with 
the exception of the 1918 influenza and 
pneumonia epidemic. Practically one out 
of every four deaths in the state is 
from this cause, according to Dr. De- 
Porte, who said that while it is usually 
thought of as disease of old age yet more 
than 4,000 persons under 45 died from 
heart disease in 1929. 

“In that year,” he said, “it was sec- 
ond in the age group of 10 to 19 years, 
preceded only by tuberculosis and third 
between the ages of 20 and 40 years. 
After the fortieth year heart disease held 
first place.” 

Dr. DePorte said it is estimated that 
there are between 300,000 and 500,000 
cases of heart disease in New York 
state, although there are no accurate 
figures on its prevalence as a cause of 
illness. ; 

The physicians who are cooperating 
with Dr. DePorte have agreed to report 
to him the cause, symptoms, conditions, 
course, and treatment of all patients 
with heart disease who come under 
their care. With these facts at their 
command his division will attempt to 
determine the best means of fighting the 
disease. 

e¢ @ 
NEW YORK STATE DEATH RATE 


New York state had as low a death 
rate in 1930 as it had ever had, in spite 
of an increase in the number of sui- 
cides and homicides, which have set 


new records. Cancer and dabets also 
showed a continued rise. The general 
death rate of 1.7 per 1,000 has never 
been lower and has been equaled only 
once, in 1927. The date rate from sui- 
cide was 18.3 per 100,000, from homi- 
cide 5.4 and from diabetes 26.9, all new 
high records. New minimum points 
were reached by several other diseases, 
however, most of them being among 








the ailments of childhood. 
*x* * * 
GRADUATES 19 MEN 


The R. G. Engelsman agency of the 
Penn Mutual Life has just graduated 19 
men from its seven weeks’ training 
course. During the schooling period 
those enrolled paid for nearly $200,000 
and wrote about $150,000 in addition 
which it is expected will be practically 
all paid for. The men, who are ac- 
cepted for the course after a thorough 
sifting process, are given their choice 
whether they will be on salary or com- 
mission during the training period. The 
majority usually elect the commission 
basis. Another school will open Mar. 
16, with between 20 and 30 enrolled. 
The course just finished was under the 
direction of Mr. Engelsman and P. O. 


Works, agency director, and C. E. 
Spencer, group supervisor. 
* * * 


KNIGHT LEADS FOR FEBRUARY 


The C. B. Knight agency of the 
Union Central Life led New York city 
offices in net paid-for ordinary business 
for February, with $3,130,000, as against 
$3,053,000 for the same month of last 
year. Its total for the first two months 
is $5,879,000, as against $5,534,000. The 
life department of the brokerage firm of 
po te & Higgins, general agents for 
the Home Life of New York and the 
Prudential, which led the field last 


month, was first in year-to-date produc- 
tion, with $6,120,000 for the first two 
months as compared with $3,493,000 for 
the same period last year. Its February 
production was $2,504,000 as against $1,- 
646,000. 

Some other figures for the month are: 
J. S. Myrick ,Mutual Life of New York, 
$2,721,000 as compared with $4,210,000 
for February of last year; C. E. De- 
Long, Mutual Benefit Life, $2,553,000 as 
compared with $2,490,000; R. H. Keffer, 
Aetna Life, $2,140,000 as against $3,263,- 
000; Keane-Patterson, Massachusetts 
Mutual Life, $1,820,000; Fraser agency, 
Connecticut Mutual Life, $1,709,000 as 
against $2,054,000; J. Elliott Hall, Penn 
Mutual, $1,654,000 against $2,696,000; J. 
C. McNamara, Guardian Life of New 
York, $1,649,000 against $1,908,000. 


Hooper-Holmes New Office 





Well Known Inspection Bureau of Na- 
tiouwwide Reputation Moves Into 
Much Larger Quarters 





The well-known Hooper-Holmes Bu- 
reau of New York City which has a na- 
tion-wide inspection service, has moved 
its general headquarters to 102 Maiden 
Lane. For 18 years, the Hooper- 
Holmes Bureau was at 80 Maiden Lane, | 
but owing to its expanded business, | 
more space was demanded and hence | 
the change in buiiding. The bureau | 
takes all the tenth floor and part of the 
ninth floor in its new building. 

The Hooper-Holmes Bureau is de- 
voted to compiling moral hazard inspec- 
tion reports for insurance, credit, com- 
mercial and employment purposes, and 
also issues claim reports. 

Bayard P. Holmes, one of the found- 
ers of the bureau, is chairman of the | 
board. John J. King is president; E. | 
M. Stiles, executive vice-president; Ed- 
ward King, secretary and treasurer; E. | 

O’Hanlon and P. Bryant, vice- 














presidents, and Miss E. C. Pond, exec- 


|} nation-wide reputation. 








Producer Promoted | 











c. K,. HAW 


C. K. Haw, who has been elected vice. 
president and secretary and director of 
| the Legal Life of Topeka, Kan., for 15 
years, was a large personal producer 
and at one time in a special effort wrote 
| $1,000,000 of business in less than 30 
days. Mr. Haw is active in Masonic 
circles in Kansas and formerly resided 
in Leavenworth. 








utive secretary. These are people well 
known in this special line and have a 
The bureau has 
branch offices in all the important cities 
throughout the country. 


J. H. Gary, auditor of the Life of Vir- 
ginia’s industrial department for some 
years, has been made chief auditor. 































| Divisional Managers Needed 
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Be in Central States........ 
\ 
4 Opportunities are now avail- Modern up-to-date minute lib- 
able for health and accident men eral policies. 
, to take charge of divisions in the . ‘ 
: : Special assistance from the 
‘ q following states: Home Office. 

77 i Illinois, Indiana, Ohio, Michi- For almost a quarter of a cen- 
shah gan, and Missouri. tury this legal reserve old line 
8 Ba life, health and accident company 

aya For developing monthly pre- has been serving the public in a 

oBh| mium health and accident busi- satisfactory manner and now de- 

cea ness. Also commercial health and sires to enlarge its monthly 

Af | accident agencies. health and accident field. 
go iy 
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Address all communications to 


R. Y. Rowe, Supt. of Agencies, 
Chicago. 


Executive Office 
Jacksonville, Illinois 
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Western President’s Views 
on Policy Adjustment Issue 


What Is Your Mark 
in This Short Quiz? 


David O. Johnson, energetic and en- 











The problem of dealing with policies 
pretty well loaded up with loans is one 
gripping the minds of executives and 
field men these days. A considerable 
loan on a policy where the equity is 
gone or nearly so means a lapse. A 
president of a western company in writ- 
ing to THE NATIONAL UNDERWRITER on 
the subject makes some pertinent com- 
ment as follows: 

“I am wondering in the last analysis 
if the question doesn’t come down 
squarely to the very simple one of 
whether or not the companies, includ- 
ing their agency forces, are sincerely 
desirous of considering solely the policy- 
holders’ interests. I have many times 
discussed this proposition with various 
of our agents. Whenever the discussion 
was on general grounds, i.e., no im- 
mediate policy involved which would 
tend to bias judgments, I have almost 
invariably been able to classify the agent 
in one of two groups: First, the one 
who sincerely wanted toedeal conscien- 
tiously, fairly and honestly by his 
policyholder and who would agree in 
general that readjustments of these poli- 
cies in some manner which would im- 
prove the policyholder’s position is a 
service which he and his company owed 
to the policyholder freely and without 
compensation, and that any reasonable 
tule for non-payment of commissions 
in such cases, which the company 
would establish and apply to all agents, 
would be satisfactory to him. Second, 
the one who would discuss the propo- 
sition with mental reservations as apply- 
ing to his own business; in other words, 
avoiding any commital on his part which 
might be prejudicial to a case of his own 
later on. 


Can Compensation Be Justified? 


“If the companies and their agents 
sincerely believe in the first of these, I 
wonder by what process of reasoning 
they justify to themselves the payment 
of compensation for the adjustment or 
rewriting of such cases? Our own prac- 
tice is not to pay commissions on these 
readjustments except for an increased 
amount of insurance or in premium, 
nor to pay commissions for the rewrit- 
ing of a lapsed policy within one year 
of lapse. Taking it by and large over 
our field force I believe the practice has 
the support of our field men. It was not 
always so, however. It has been a mat- 
ter of years of education carried from 
the home office through the field based 
upon an appeal, first, to give the policy- 
holder the best that we can give him. 
and, second, to deal in a straightforward 
manner with ourselves. In other words, 
to have principles and live up to them. 


Improvement in Attitude 


“I am wondering whether or not the 
whole proposition is not one in which 
the companies and their agents need 
only takea simple straightforward posi- 
tion and live up to it. As bearing in 
a general way on the matter, I might 
say that I have always been a great be- 
liever in trying to express company aims 
and principles whenever possible through 
medium of the home office agency de- 
partment. As an example, we had met 
with very little success in our efforts 
Mm conservation up to about ten years 
ago. We concluded this was because 
we were attempting to carry on that 
work as a separate function of the com- 
pany. About ten years ago we realized 
we were on the wrong track. We had 
a serious conference with our home of- 

ce agency department, found the men 
entirely sympathetic and began to ex- 
Press our conservation wishes and meth- 
ods through that department, they, in 
turn, carrying it down through the field 
force.. Nothing startling was accom- 
plished nor has there been yet but there 
has been continually during these ten 
years a noticeable improvement in the 





_ | thusiastic Minnesota Mutual general 
attitude of our field men toward this | agent in San Antonio, Tex. is author 
subject and, of course, continually im-| of “A Two-Minute Examination.” It 
proving results in conservation because | is prepared as a method of quick self- 
of their attitude. Our field men have | analysis for the producer. Mr. Johnson 
gradually become more unanimous in| submitted the test to agents attending 
making conservation a part of their | the Minnesota Mutual's golden jubilee 


aims in their daily work. In other| in Colorado Springs. 
words, they have come to believe in it 1. Do you systematically plan your 
themselves. day’s work in advance? 





2. Do you make every call count and 
Ging Ge ee See !do you make enough calls to count? 

“The question of readjustments of| _3. Do you subscribe to any profes- 

policies with loans or rewriting of lapsed | sional magazines or services? 

policies, I believe, is very similar to the 4. Is your approach and sales talk 

illustration I have given. It seems to| prepared or haphazard? 

me to be very largely a question of find-| 5. Is your appearance, your conduct, 

ing a proper principle on which to con- | your vision a credit to the life insurance 

duct your business relations with policy- | business? 

holders and then of finding the best | 6. Do you own adequate personal in- 

method of expressing those principles | surance? 

through the field force. In my own ex-| 7. Are you seeking your policyhold- 

perience, I have found agents as ready ers on their birthday and age changes? 

as any one else to recognize a good | Step in and wish your prospect or pol- 

principle and to help you carry it out if | icyholder a happy birthday. It will pay 

they are satisfied in your sincerity and | returns. 

that you are dealing fairly and equally| 8. Do you write most of your busi- 

with all of them.” i ness on binding receipt? 


9. How many lapses did you have 
this month? Could they be avoided or 
reinstated? Lapses may be largely 
avoided by visiting and reselling your 
policyholder when his second premium 
comes due. 

10. How many insurance books have 
you read in the past three months? 

11. Can and are you overcoming 
your own blues? You must feel right 
to sell. 

12. Do you consistently follow a 
plan of self-improvement? 


Getting Buyer’s Attention 


| Coreman Cox said the other day that 
| the best way to get the attention of a 
prospective buyer is to give him yours 
| for it. Sometimes an agent monopo- 
| lizes the time and does not listen sufh- 
cently to the prospect to see what his 
| background is and his wants really are. 
There is many an insurance sale that 
has been knocked out by the agent do- 
ing too much talking and not allowing 
the prospect to do enough. 





“Rusiness Life Insurance.” by Ralph 
Sanborn, answers the question, “What is 
the need for life insurance in business, 
and what is the method of meeting this 
need?” It demonstrates the technique 
| of applying life insurance to every-day 
business needs. Price, $3. Order from 

|The National Underwriter. 








A 
Field- Minded 


Management 
Assures Success to 


Those Capable of 
Building Agencies 


life insurance men. 


WwW 


to make a cold 


Attractive sales 
cards—sales 


MANY STRONG POINTS 


concerning our organization 
will be mailed upon request. 


Address: 
Agency Dept. B-I in care of 





Some of our Equipment: 


An Educational Course that teaches the funda- 
mentals of life insurance, giving the new agent 
confidence in himself and enabling him to 
approach the public intelligently. 


Field Schools conducted by an instructor of 
national repute who bases his teaching on 
experience, assisted by able and aggressive 


A complete line of policies from birth to age 65. 
Accident and Health insurance. 


Direct Mail circularizing. No need for the agent 


Direct Mail service is at his command. 


Leads from periodic mailings to policyholders— 
family leads—advertising leads. 


literature—booklets—folders— 
visualizers—calendars—wallets 
—lighters—coin clocks. 


A friendly organization 





MILWAUKEE, WISCONSIN 


Actual field training given. 


canvass. The company's 




















Manager and Staff of 
Big Agency Are Women 





Wisconsin agency at Milwaukee and 
went to Chicago about five years ago, 
first as manager of a Continental As- 
surance office, and three and a half 
years ago became general agent. 





themselves at their recent school of in- 
struction in St. Petersburg, Fla. Pre- 
siding over the schools will be the com- 
pany’s assistant superintendents of agen- 
cies: J. G. Butterbaugh at Columbus, 
L. N. Paquin at Kansas City and Paul 





















One of the most unusual general Three women 


agencies in the country is that of Mrs. | made 


Lorraine L. Ferrer of Chicago, who in Club” last year 


the last five years has put $15,000,000 force 


through a staff of women agents. Mrs. cago 


are 25 on the 


of her staff | W. Root at Phoenix. 
“President's 


Bank Women and president, director and agency manager 


Ferrer is general agent of the Conti- | ;. : on low afl. : a 5 
is an active proponent of equality of | of the Continental Life of St. 


nental Assurance in Chicago and man- . . a 2 aueee Che tu - 
‘ j men and women in business. She has President Mays will take over the work 


age Ss thee 3 A eatete diwie . one - a. 
ager of the assured estate division of done a difficult task well in building i gg Neage Aeg di ca Mr 


the National aan of the Republic. a successful agency entirely of women 
She has developed a number of large |. . : ‘doi ae ms She, 
¢ ed : 4 ary agents, and in so doing has materially |. ee. . ng eee: cath weg 
producers, one, Miss Della Kropp, lead-| adyanced the feminine had been with the Continental Life for 
ing the agency last year with $366,000] »,oyvement. 


paid business. This young woman, for- 
merly a secretary in the Continental- 
Illinois bank of Chicago, sells largely 


in the “Loop” and canvasses women Agency problems will be Reports Low Mortality 

and men alike. Her production last | discussed managers of the 

year included a number of 10's, 20's and | Bankers Life of Des Moines at regional Although the death rate from a num- 
25's. The year before she paid for | conferences in three cities on March 11-| ber of the most important chronic dis- 


$412,000. 12. The 
Mrs. Ferrer started in insurance | will confer at Columbus; 
eight vears ago with the Equitable of | mdidle west at Kansas City, and western 
New York in Milwaukee. Previously | agency managers at Phoenix. 
she had been in charge of a woman's The program for each of the three] mortality rate for the Metropolitan's 
f instruction] entire body of industrial policyholders 
tional and other work which fitted her] has been developed by a committee of | was only 5.3 percent above that of Jan- 
from each dis-| uary, 1930, which was the lowest ever 
attained for the first month of the year. 


financial department, had done promo- | agency 


for life insurance selling. She became | three 





manager of a woman’s department of | trict, selected by the agency managers 


“emancipation” 


Regional Conferences Set 


those from the 


of the Continental Life. 








in the east|eases, such as heart disease, cerebral 
hemorrhage and cancer, showed a dis- 
tinct increase in January, general mor- 


tality for the month was not bad. 





J. DeWitt Mills Resigns 


of business on the books entirely Mrs. Ferrer is president of the Chi- J. DeWitt Mills has resigned as vice- 


future plans are not made public. 


many years. He is a son-in-law of E. P. 
Melson, founder and former president 














Des Moines, Iowa 


ROYAL 











VETERAN AGENT CELEBRATES LONG 
COMPANY CONNECTION 











Royal Union Life Building 


Cor, Seventh and Grand Ave. 


For a third of a century John W. 
A. Staudt of Canton, Ohio, has 
devoted his entire time to the sale 
of Royal Union policies. 


Mr. Staudt is still just as enthusi- 
astic about his business and the 
Royal Union as he was on that 
memorable day—February 22, 
1898 — when he assumed his 
duties as Royal Union State 
Manager for Ohio. 


We are pleased to pay public 
tribute to the long, honorable 
and serviceable career of this out- 
standing Royal Union agency 
executive. 


Today the Royal Union presents 
the same great opportunities to 
men of the sterling type of J. W. 
A. Staudt who are looking for 
permanent and profitable agency 
connections. 


UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President ; 








March 6, 1931 





Stevens Exposes 
Hard Times Plea 
As Selfishness 


Under the title “Hard Times Is a 
Poor Excuse,” R. W. Stevens, president 
of the Illinois Life, makes a keen analy- 
sis of the psychology of men who de- 
cline to buy life insurance in times of 
depression. 

“There is no denying that a great 
many men who should be applying for 
policies today,” Mr. Stevens observes, 
“and who can well afford to pay for 
them, are taking advantage of the pres- 
ent opportunity to plead hard times as 
a justification for their neglect of the 
life insurance which deep down in their 
hearts they know it is their moral duty 
to provide. 

“As life underwriters well know, the 
life insurance investment, while being 
the best and most necessary, is the one 
which the average man is opposed to 
make and the one which, if he considers 
himself in good health, he is the most 
ready to relinquish when he decides that 
he must make some retrenchment in his 
expenses; particularly if the needed re- 
trenchment is-likely to interfere with 
his own personal extravagances and lux- 
uries. 

Retrenchment in the Home 








“Too many men inaugurate retrench- 
ment first in the home. Most wives and 
children cheerfully deny themselves in 
order that their father may not be in- 
terrupted in his own luxurious and ex- 
pensive habits. 

“If the average man were as willing 
to make personal sacrifices for the bene- 
fit of those at home, as those at home 
are willing to make personal sacrifices 
in order that his pleasures may not be 
curtailed, the life insurance companies 
would not only be writing a greater vol- 
ume of new business each year, but the 
business that was written would be less 
prone to lapse. 

“A great majority of those who would 
be buying life insurance today are in 
just as good condition to pay the pre- 
mium as they were a year ago; there is 
a very large number of men less able 
to pay the premium than they were a 
year ago and need the insurance pro- 
tection now more than thev did then, 
and they are still well able to buy it. 


FLOYD APPOINTMENT AGAIN 
REJECTED; DULANEY NAMED 


LITTLE ROCK, ARK., March 4.— 
The Arkansas senate for the second 
time refused to confirm the appointment 
by Governor Parnell of W. E. Floyd 
as commissioner. A. D. Dulaney, act- 
ing commissioner, who has served as 
deputy commissioner for the past four 
years, was then appointed to succeed 
Mr. Floyd. : 

This action followed report of the 
special investigating committee on re- 
cent difficulties of the Home of Arkan- 
sas insurance group. The report was 
that no examination had been made ot 
Home Life by the state department 
since 1982 until November, 1930, after 
the closing of American Exchange 
Trust company. 

The committee further reports that the 
“state insurance department, it would 
appear, has at times been lax in exact- 
ing certain requirements from some ot 
our domestic companies in that they 
have taken the regular annual reports 
which the law requires of said compa- 
nies to file listing their securities as 
true without frequently checking these 
securities in order to verify the annual 
reports as to the actual assets of such 
securities and the value thereof for lack 
of employment and funds.” 





A. & H. men should write The Na- 

















tional Underwriter for free booklet, “Six 
Honest Serving Men.” 
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New N. Y. Commissioner 
Prominent in Many Lines 














GEORGE 8. VAN SCHAICK 


ALBANY, N. Y., March 5.—The 
New York state senate today confirmed 
the nomination of George S. Vanschaick 
of Rochester as superintendent of in- 
surance. 

The newly appointed superintendent 
has been prominent in legal association 
work. He is a leading citizen of Ro- 
chester, N. Y., and is well known in 
New York politics. His name was men- 
tioned as a candidate for attorney-gen- 
eral in 1928 and 1930. 

Mr. Van Schaick was born at Cobles- 
ville, attended St. Lawrence university 
and graduated from the Yale law school 
in 1907, magna cum laude. He is a 
member of the board of directors of the 
Rochester legal aid society, chairman of 
the committee on legal aid societies of 
the New York state bar association, a 
member of the American Bar Associa- 
tion and of various other legal associa- 
tions. During the past year he has 
served on Governor Roosevelt’s commis- 
sion on unemployment problems, and he 
is a lecturer at the University of Ro- 
chester. 

Governor Roosevelt explained that he 
submitted Mr. Van Schaick’s appoint- 
ment so shortly after the death of 
Thomas F. Behan because Mr. Behan 
two weeks before his death had asked 
to be relieved from the superintendency 
at once and had discussed the selection 
of his successor. Mr. Behan was eager 
that the insurance department should 
not be without an active manager. 





Liberalize Fraternal Law 


Fraternal aid associations are given a 
much wider range in insurance in a bill 
that has passed both branches of the 
Alabama legislature and becomes a law 
with the governor's approval. It gives 
members the right to make any person, 
corporation or institution a beneficiary, 
whereas formerly only an immediate 
member of insured’s family could be 
named. Associations also are given per- 
mission to write nonmedical and juvenile 
on more liberal terms. 


Lustgarten Agency Record 


_ The Lustgarten agency of the 
Equitable Life of New York in Chicago 
has just completed a testimonial cam- 
Paign tor written business in honor of 
Second Vice-president W. W. Klingman 
which smashed all records for any like 
Period. Participating 100 percent, the 
Staff produced in the period Jan. 5-Feb. 
14, inclusive, $4,480,000 written volume 
in 484 applications. Louis Behr, one of 
the newer agents, who last year paid for 
Over $600,000 with an average premium 
of $36 per $1,000, led in the campaign 
with 41 applications and $125,000 paid 
volume. The Lustgarten agency is an 
exponent of the value of education in 


Sam 





the promotion and sale of life insurance. 
The organization is directed by Mr 
Lustgarten, agency manager, John Mor- 
rell, associate manager, and N. G 


Klove, M. P. Falk, C. E. Harris, M. A. 


; and made an outstandng personal pro- 
ducton record. 





Group Cover Extended 


LIFE INSURANCE EDITION 


Feuer, and R. E. Grossberg, unit man- 
agers. Mr. Grossberg, the newest ap-| been petitioned for a 
| pointee, went with the society in 1928 


U. S. High Court Asked to 


Review Extended Insurance 


The United States Supreme Court has 
writ of certiorari 
to the United States fourth circuit court 
of appeals to review a decision that ex- 
tended term insurance under the non- 
forfeiture provisions of a lapsed life 
policy becomes effective on the anniver- 
sary of the date of issue of policy rather 


_The group insurance contract of the | than the date on which premiums were 
| United States Rubber Company with | payable. The case is Union Central vs 
the Equitable Life of New York has | Harvey 

been extended to cover employes of the The petitioner explains that under 


subsidiary 


Winnsboro, S. ( Mills, a 


Pays | for “Million 


The Frederick Bruchholz agency of 
the New York Life in Chicago paid for 
over $1,000,000 in new business in Feb- 
ruary. 


Honor O. B. Haller 


The Toledo branch of the Equitable 


Life of New York conducted a special 
drive in honor of O. B. Haller, man- Albert G.. 
ager. During 30 days the campaign | Yestment Trust 


more than doubled the normal amount 
of business. Final figures showed that 
$1,885,000 of new business had been 
written during the 30 days. 





construction placed on the policy by the 
circuit court the extended insurance was 
in force at the time of insured’s death, 
whereas if this insurance began to run 
from the date the last unpaid ‘premium 
was due it had expired a few days be- 
fore the policyholder’s death It is 
argued that the extended term as con- 
templated in the policy begins to run 
at the date to which premium had been 
paid 


Borden's new book, “The In- 
Service of Life Insur- 
ance,” shows the various ways that life 
serve in the administra- 
includes many il- 


insurance can 
tion of an estate and 
lustrations and graphs A good book to 
let the prospect read. Price, $1.50. Order 
from The National Underwriter. 





Mail Test Made by Acacia 


on Four Policy Contracts 


Early in December every policyholder 


of the Acacia Mutual Life got with his 
notice for the nomination of directors, 
a test circular called “Four Coupons.” 


his circular contained a description of 
four 
perforated for easy 


each of four policies arranged on 


successive coupons, 


tearing One coupon offered informa- 
tion on the endowment at 65 monthly 
income policy The second offered in- 


\cacia’s Christmas income 
agreement The third coupon offered 
information on its protecting investment, 
its 20-payment life policy. The fourth 
coupon offered information on the term 
to 65, $10,000 policy. 

Coupons are coming in showing the 
interest of policyholders in these vari- 
ous contracts offered. The greatest in- 
terest is being shown in monthly income 
endowment at 65 policy which has so 
far pulled 42 percent of the replies. The 
second in interest has been the Christ- 
mas agreement, with 23 percent replies. 
The third interesting policy has been 
the term to 65 with 19 percent replies 
[he fourth interesting has been the 
“Protecting Investment” with 16 per- 
i cent replies. 


iormation on 








Accrued Interest 


Premiums 
Other Assets 


Gross Assets 


Net Deferred and Unreported 


buddsceus ..++++$19,966,640.60 


Non-Admitted Assets ...... 122,683.60 
Total Admitted Assets. ...$19,843,957.00 


1906 - 1930 


The Midland Mutual Life 
Insurance Company 


COLUMBUS, OHIO 





FINANCIAL CONDITION—DECEMBER 31, 1930 


ASSETS LIABILITIES 
rr $ 173,417.14 Net Premium Reserve....... $16,222,259.00 
Mortgage Loans ............ 13,486,303.73  Policyholders’ Funds ....... 1,165,609. 11 

~ es , nnn Pee CAD oc ccdeoucesaes 116,427.20 
Collateral Loans ........... 38,000.00 cieieaiiten? Eiinkieeds Whim 33434 25 
> > - ane Oncy 1010eTS iviadends ue JO, TOF.8. 
Policy Loans Gib homed ice wel 3,148,807.45 Held for Future Apportion- 

Premium Notes ...........-. 141,201.14 ment and Payment of Pol- 

coed i se idebuuck Geaeu 2,209,794.02 icyholders’ Dividends 695,166.88 
Cash in Office ...... Donia i 1,612.88 Reserve for Taxes ..... ‘ 44,951.90 
ee 29,954.98 All Other Liabilities ........ 102,070.92 


261,639.37 


Capital Stock 
Unassigned 
Funds 


407 958.47 
67,951.42 


icyholders 


Total 


Insurance in Force (Paid-for Basis) $111,634,748.00 


Special Contin- 
gency Surplus.$ 


Surplus to Pol- 


361,915.74 
300,000.00 


802,122.00 


$1,464,037.74— 1,464,037.74 





$19,.843.957.00 





1. Has paid policyholders and beneficiaries $13,- 7. Offers a “Retirement Annuitv” which will 
861,355.01. enable you to retire at age 60 or 65 with a 
inners ; : monthly income for life. 
2. Has furnished complete service to policyhold- 8. Offers a “Life Income Endowment” which 
ers. 








3. Has established a reputation for integrity and 
fair dealing. 


4. Has set aside as policy reserves $16,222,259.00. 
5. Issues all forms of participating policies with 


disability and accidental death benefits. 


6. Offers a policy for every -human problem 
which life insurance can solve. 


10. 


will furnish you protection to age 60 or 65, 
and will provide you with a life income there- 
after. 

Offers a “Family Income” policy which will 
provide a monthly income equal to 1 percent 
of the face amount for the wife and children 
until the children are grown and leave the 
principal sum intact for the support of the 
wife thereafter. 
Its slogan—‘Its 
Promises.” 


Performances Exceed Its 
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i LIFE COMPANY CONVENTIONS | 











Illinois Agents in Meeting 





Mutual Trust Life Staff Gathers in 
Chicago for Two-Day Sales 
Conference 





Illinois general agents and managers 
of the Mutual Trust Life of Chicago 
held a convention at the home office 
Feb, 27-28. The first morning session 
was on the subject “Problems in Agency 
Building,” presided over by C. W. 
Noble, home office agency director. 
The speakers were A. B. Slattengren, 
vice-president; H. E. Beckman, Rock- 
ford general agent, and Albert Swan- 
son, general agent north side, Chicago. 
In the afternoon Mr. Slattengren pre- 
sided, the subject being “Getting the 
New Man Started.” The speakers were 
D. H. Hostetter, Illinois field super- 
visor; C. S, Geary, general agent south 
side, Chicago, and M. Rutstein, “Loop” 
agency manager, Chicago. 

The second morning session also was 
presided over by Mr. Noble. Mr. Slat- 
tengren spoke on “Overcoming Sales 
Resistance,” Mr. Hostetter on “Life In- 





surance as Property,” B. N. Woodson, 
executive assistant, on “The Sales Kit,’ 
and E, A. Isaacson, Chicago personal 
producer, on “City Prospecting.” 


Afternoon Session 


, 


Mr. Woodson presided in the after- 
noon, when Mr. Noble spoke on “Life 
Insurance as an Investment”; O. R. 
Aspegren, Chicago agent, on 
Value of Income Settlements,” and 
Halsey Steins, Chicago agent, on 
“Meeting the Twister.” 





Stream of New Agents Is 
Secret of Company Success 





A business to be _ self-perpetuating 
must have a continual inpouring stream 
of new blood, P. M. Fraser, vice-presi- 
dent Connecticut Mutual, told a group 
of new agents of the company in wel- 
coming them to the home office educa- 
tional conference in Hartford. The Con- 
necticut Mutual, Mr. Fraser declared, 





has been able to exist and show prog- 
ress for 85 years because it has con-! 


tinually added to its field staff and the 
agents have added to their clientele. 

A feature of the conference was a trip 
through the home office, during which 
the course of an application was traced 
from the mail room until the completed 
policy is placed in the mails. 

Other speakers at the conference were 
H. M. Holderness, vice-president; E. C. 
Sparver, assistant superintendent of 
agencies; R. L. Fisher, assistant treas- 
urer; Dr. H. B. Rollins; Dr. W. B. 
Smith; F. O. Lyter, assistant superin- 
tendent of agencies; G. F. B. Smith and 
Edward C. Andersen, agency assistants; 
H. F. Larkin, vice-president; L. F. Mar- 
tin, assistant secretary; B. W. Loveland, 
supervisor of claims; H. I. B. Rice, vice- 
president and actuary; T. M. Stokes, 
educational director. 





Will Hold Sectional Meeting 


The Business Men’s Assurance will 
hold a series of sectional meetings start- 
ing April 6. Meetings will be held in 
Texas April 6-7; Oklahoma, April 10- 
11; Tennessee, Kentucky and Indiana, 
April 18-19; Ohio, West Virginia and 
Pennsylvania, April 20-21; Michigan, 
Illinois, and Wisconsin, April 24-25; 
Iowa-Nebraska, Kansas-Missouri, and 
Arkansas, April 30-May 1. 


Immediately following, meetings will 











BOARD 
of 


DIRECTORS 


MODIE J. SPIEGEL, Chair- 
man. 
Chairman of the Board, 
Spiegel-May-Stern & Co., 
one of the three largest 
mail order houses in the 
world; Vice-President Gat- 


zert & Company, Invest- 
ment Bankers, 
ROBERT E. WILSEY, 


President R. E. Wilsey & 
Co., Investment Bankers, 
offices in all principal 
cities; Vice-President and 
Director Railroad Shares 
Corporation, Investment 
Trust; Vice-President and 
Director Seaboard Utilities 
Company, 
Trust. 


Investment 


C. J. DRIEVER, President 
Cochran & McCluer, Mort- 
gage Bankers; Vice-Presi- 
dent ye Mortgage 

5 tion 





FRED W. BAILEY, Vice- 
President Old Republic 
Life Insurance Company. 


H. D. FOSTER, Vice-Presi- 
dent Old Republic Life In- 
surance Company. 


C. H. BOYER, Eastern 
Manager, Old Republic 
Life Insurance Company. 


CLINTON W. HOWE, 
President Old Republic 
Life Insurance Company; 
Vice-President American 
X-Ray Corporation. 


DONALD L. DAVIS, Vice- 


A Ready Reception 


INCE special arrangements 
were made providing a Full 
Family Protection Policy through 
the Chicago Herald and Ex- 
aminer the name of the Old Re- 
public Life has become widely 
known. A ready reception enables 
our agents to successfully close 


business. 


There’s opportunity 
Republic Life in the following 


states: 


Illinois 
Indiana 
Minnesota 


Complete information regarding an 
agency connection gladly furnished 


on request to the 


New Jersey 
Ohio 
Pennsylvania 


with the Old 


Home Office. 





President B. E. Clark 
Veneer Company. 


DR. HERMAN N. BUNDE- 
SEN, Goroner Cook County. 


B. J. CLARK, Vice-Presi- 
dent R. E. Wilsey & Co. 


CARL R. LATHAM, former 
president Chicago Bar As- 
sociation. 








a 
OLD REPUBLIC LIFE 
INSURANCE COMPANY 


Home Office: 221 N. La Salle St. 
CHICAGO 
































be held for Minnesota, South and North 
Dakota, Washington and Oregon, Cali- 
fornia, Utah, Idaho and Nevada, Colo- 
rado and Wyoming. Members of the 
home office staff will be on the pro- 
grams of the various meetings. 


Equitable Men in Kansas City 


About 125 representatives of the Equi- 
table of Iowa from Kansas, Missouri, 
Oklahoma, Nebraska, Colorado, Tennes- 
see, Arkansas and Iowa attended the 
regional conference in Kansas City last 





week. C. J. Rockwell spoke. Vice- 
President H. E. Aldrich, Ray Fuller, 
field superintendent, and E. E. Smith, 


educational director attended from the 
home office. 


Agency-Building School 


The Penn Mutual’s sixth agency- 
building school has been opened with 
general agents and supervisors drawn 
from various parts of the country. The 
sessions will last three weeks, with a 
week each given to recruiting, training, 
supervising, the recruiting having been 
done in New York City, instead of in 
Philadelphia as heretofore. 

Vincent B. Coffin, director of educa- 
tion, is in charge of the classes, and is 
being assisted by J. A. Preston, J. E. 
Gibbs, and E. H. Norene, three of his 
associates. 








Farmers & Bankers Meeting 


The mid-winter agency meeting of the 
Farmers & Bankers Life of Wichita, 
held at the home office, was a three- 
day school of instruction conducted by 
Dr. C. J. Rockwell. The sessions were 
under the direction of H. K. Lindsley, 
president, J. H. Stewart, vice-president, 
and F. B. Jacobshagen, secretary. 
number of new policy forms were intro- 


duced. Eighty agents from Minnesota, 
Iowa, Missouri, Arkansas, Nebraska, 
Oklahoma, Texas, Colorado and Kan- 


sas attended. 


Sun Life’s Sales Congresses 


Sales congresses of the Sun Life of 
Baltimore were held last week in Bal- 
timore, Philadelphia and Cleveland. 
Jerome Deinlein, manager of the Wash- 
ington district, presided at the Baltimore 
meeting, replacing the scheduled chair- 
man, J. R. McCoy, who was prevented 
from attending by illness. J. L. Hirsch, 
manager of Cleveland No. 1, presided in 
that city and E. O. Ulrich, manager of 
Philadelphia No. 3, in his city. 





Universal Mutual Convention 


About 40 agents of the Universal Mu- 
tual Life attended the annual agency 
convention at the home office in Kansas 
City. A. L. Harty, president of the 
Missouri National Life and former Mis- 
souri commissioner, and J. P. Fitzger- 
ald of Denver. President M. T. Jami- 
son reported insurance in force of 
$5,000,000. The company is five years 
old. 


Directory of the Dakotas 


The new edition of the Underwriters 
Handbook of North and South Dakota 
has been issued by THE NATIONAL 
Unperwriter. This book contains 4 
veritable gold mine of insurance intfof- 
mation in these two states. Insurance- 
wise the Dakotas are assuming more 
importance as the years go by. The di- 
rectory gives a list of agents and their 
companies at every point. The insur- 
ance laws are reviewed in a concise, 
clear way. 


Atlantic Wins Old Tax Case 


Legal reserves required by state laws 
to be maintained by stock life insurance 
companies are properly to be considere 
as part of their invested capital under 
the old tax law of 1917, Section 207 
(a). The United States Supreme Court 
has decided in favor of the company if 
a suit of the commissioner of interna 
revenue against the Atlantic Life. 





of Mm 


a a et 














ency- 
with 
rawn 

The 
ith a 
ining, 
been 
of in 


duca- 
nd is 
Js Ee 


f his 


b4 
of the 
chita, 
-hree- 
d by 
were 
dsley, 
ident, 


intro- 
esota, 
raska, 

Kan- 


riters 
akota 
TONAL 
ns 3a 
infor- 


rance- 
more 
he di- 
their 
insur- 
NCise, 








March 6, 1931 


LIFE 

















E DITION 


INSUR ANCE 














April 9-10, Chicago; western, June 8-9, 











| NEWS OF THE COMPANIES 


Colorado Springs. The eastern confer- 
ence was held Feb. 19-20 in Atlantic 
City. 








Harvey Heads Sentinel Life 


Was Formerly Vice-President and 
Chairman of Executive Committee 


—Adams Board Chairman 








F. C. Harvey, vice-president and chair- 
man of the executive committee of the 
Sentinel Life of Kansas City, was made 
president at the annual meeting to suc- 
ceed L. L. Adams, who was elected 
chairman of the board. E. G. Trimble, 
founder of the company, was made 
chairman of the executive committee. 

B. T. Gross, manager of the Wood- 
head Agency, was elected a director to 
succeed the late Col. A. J. Elliot. W. H. 
Reed was made general counsel, and B. 
S. Beecher was reelected vice-president. 

Mr. Harvey heads the Western Re- 
ciprocal Underwriters, which he has 
managed for several years, and will con- 
tinue his activities there in addition to 
his new duties as president of the Sen- 
tinel. 





Home, Philadelphia, Report 

The Home Life of Philadelphia re- 
ports insurance in force at $104,044,285, 
increase $3,981,621. New paid and re- 
vived business $21,676,192; rat oe Pose 
were paid $1,593,954; assets, $12,052,514: 
number of policies in force 297,527 

The company has made rapid strides 
in Delaware and Pennsylvania, the field 
of its operation. Its growth necessitates 
more home office space and alterations 
are now in progress at 212 and 214 
South Fifth street in Philadelphia, prop- 
erty which will be occupied by the 
Home Life when the work is completed. 


Executives Purchase Stock 


Executives and directors of the Shen- 
andoah Life have purchased 20,000 
shares of its stock from Lehman Broth- 
ers, New York investment bankers. 
This represents about 40 percent of the 
capital stock. In making the announce- 
ment President R. H. Angell said the 
purchase insures the permanency and 
continued growth of the company in its 
present location in Roanoke. Mr. An- 
gell reported that last year was the best 
in the history of the Shenandoah Life, 
an increase of $29,692,972 being made 
in insurance in force bringing the total 
up to $115,898,272. 








Merger Is Approved 


Following his return from Atlanta last 
week Superintendent Greer of Alabama 
announced that he and Commissioner 
Caldwell of Tennessee had approved 
the merger of the Volunteer State Life 
of Chattanooga, and the Southern States 
Life of Atlanta. The action followed 
conferences in Atlanta at which, it was 
stated, all the interested parties were in 
attendance. 


Three Are Promoted 


Three promotions in the Pacific Mu- 
tual are announced. L. W. Morgan, 
superintendent of the emergency and 
policy departments for 15 years and as- 
sistant secretary since 1920, becomes 
junior vice-president. T. L. Inch, 
superintendent of the emergency depart- 
ment, becomes assistant secretary. F. 
D. Cummings becomes assistant super- 
intendent of agencies. He began with 
the company as general agent in Min- 
neapolis two years ago and soon was 
made eastern supervisor. 


Columbia Catholic Life Starts 


DES MOINES, March 5.—Home of- 
fices of the Columbia Catholic Life, old 
line legal reserve company, now secur- 
ing charter policies, have been estab- 
lished at 203 E. & W. building, Sioux 
City, Ia. 

E. B. Dopheide, formerly state man- 





President Houston was present at the 


ager of the Security Life at Omaha, is | ©@stern. conference, participated in the 
president. C. L. Stone, formerly an discussions and delivered an impressive 
attorney at Humphrey, Nebr., is secre- | 4ddress. He plans to attend the other 
tarv-treasurer. Dr. H. R.. Elston, | conferences of the year. He is deeply 
Humphreys, is vice-president; Dr. C. P. | interested in all phases of the business, 


McHugh, Sioux City, medical director; | 4d is particularly concerned with con- 
Dr. J. J. Murphy, medical examiner, and | S¢rvation and methods to raise the 
J. H. Prenger, Sioux City, agency super- | Standard of persistency in the com- 
viser. : : pany’s new business. 

Directors are President Dopheide, Mr. epenneeamenes 
Stone, Dr. Elston, Dr. D. J. O’Brien, W. G. Close Resigns 
Mumphrey; J. B. Dopheide, Carroll, ; R ze! 
Ia., and H. J. Kuhlen. PHILADELPHIA, March 5.— The 


The 


raised 


nary 


against $200,000 previously; 
term, 


Raise Limits 50 Percent 


National 
_its_ limits 
life it now 





Life of 
50 percer 
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as compared with $100,000, 


other forms in proportion. 


The 
announced 
ences of its managers as follows: 
March 12-13, 


ern, 
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Mutual Li 


dates 





ife of 


New 


Philadelphia Life announces the resigna- 
tion of W. G. Close as superintendent 
of agents. Jackson Maloney, vice-presi- 
dent, states that no successor to Mr. 
Close will be appointed, his work being 
taken over by E. R. Hurst, director of 


has 
ordi- 


Vermont 
it. On 


t $300,000, as 
~ *|the agency service department, and R. 
$150,000 on} ; : . 
and E. Long, agency secretary, with Mr. 
‘ Maloney devoting part of his time to 
supervision of the agency work. 





H. R. Hutchinson Advanced 
York 


; ; has At the annual meeting of the Amer- 
for regional conter-| ican Reserve Life of Omaha, Assistant 
South- | Secretary H. R. Hutchinson was ad- 


Atlanta; 





mid-western, | vanced to secretary. 











Bed-Ridden Producer 
Sells Doctor Policy 











Bed-ridden with a serious illness that 
kept him from going to Bloomington, 
Ill., to accept a $150 prize as the State 
Farm Mutual’s anne producing agent, 
D. A. Gaumnitz, St. Paul, nevertheless 


sold $20,000 Bg of life insurance 
while a patient in Miller hospital, St. 
Paul. : 
Mr. Gaumnitz was stricken while 
conducting a series of “farm finance 
clinics” in his district in Southern Min- 
nesota and was rushed to the St. Paul 
hospital for treatment. Before 4, re- 


turned home Mr. Gaumnitz succeeded 
in selling the doctor who took care of 


him a $20,000 policy. 
One of the methods applied by Mr. 
Gaumnitz in his successful drive for 


his production award was that of hold- 
ing “financial clinics” to which he in- 
vited the entire countryside, and to 
which hundreds of persons responded. 
The gist of his talks at these meetings 
was that farmers need life insurance at 
least in the amount of the mortgage on 
their farms, in order to provide a debt- 
free home for their families in case of 
their death. He convinced many farm- 
ers that they should be better protected. 























Needless to say our objective was reached which 
means that in 1930 The MINNESOTA MUTUAL 
produced 120° as much business as in 1929. 


We have ended the year with $208,000,000 insur- 
ance in force which will in all probability make this 
Company one of the leaders in per cent of growth for 


the year. 


We anticipate increases in 1931 unprecedented in 


the history of the Company. 


Our Sales Plans are working better than ever. 
May we tell you about them NOW? 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 


THE FIRST FIFTY 
YEARS ARE THE HARDEST 


At the beginning of 1930 we set as our 
FIFTIETH ANNIVERSARY OBJECTIVE 


$60,000,000 Examined Business 
$50,000,000 Paid-for Business 
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Shrinkage Insurance in Calamity Time 


A. G. Borpen, 
the EgurrasL_e Lire of New York, 
recent talk emphasized the value of life 
insurance at a time when shrunken 
estates and frozen assets may become a 
big factor in endangering the future 
comfort and happiness of families where 
the head of the house felt that he was 
making ample provision for them. Mr. 
Borden pertinently referred to life insur- 
ance in a time of economic depression 
as “shrinkage insurance.” He said that 
safeguard in preserving the 


in a 


it acts as a 


foundations of family and_ business 
financing. 
The solidity and security of life in- 


surance has become almost proverbial 
when agents are making a presentation 
of their and using arguments to 
show why life insurance is 
after all the best thing a man can buy. 
The break in the stock market a year 
ago taught many Among others 
it showed people who had acquired pos- 


case 
prospects 


lessons. 
sessions in the way of stocks and bonds 


that 
storm 


were worth far less after the 
than before. A man may have 
listed at their market value $100,000 in 
securities and could have sold them for 
that sum. The cataclysm came, values 
fell tremendously and in a month’s time 
the same securities probably would not 
have brought more than 50 or 60 per- 
cent of their former value. Even greater 
shrinkages were noted especially where 


they 


second vice-president of 


the stocks held were more highly specu- 
lative. As Mr. Borden pointed out, in 
of great financial distress a man 
find that almost overnight a for- 


times 


may 
tune has dwindled to a small sum. Life 
insurance steps in to guarantee that 


even during the sharp depression of an 
estate, and even though one’s securities 
be frozen his life insurance will afford 
a liquid sum to carry on the expenses 
of his household. Life insurance does 
not depreciate in value. It always stays 
at 100 percent. In that Mr. 
BorvEN said: 


connection 


“In economic situations like this every 
man of ability knows that, given the 
time, he will recoup his losses and re- 
store his estate to a point reasonably 
near its former ‘prosperity level.’ But 
no one has any control over the factor 
of time. Life insurance is the only in- 
stitution to which a man can turn for 
a guaranty that in the event of his death 
there will be promptly delivered the 
financial estate which, if he is allowed 
to live his normal span, he expects to 
accumulate. It does not require an elab- 
orate argument to convince a man that 
when life insurance functions as shrink- 
age insurance, it also serves to shift the 
burden of ‘final delivery’ from the in- 
dividual to the life insurance company, 
thereby relieving him of the anxiety 
which frequently goes with a task which 
takes long for its full accomplishment.” 


What Effect Reverses Have 


W. J. 
the 
in his state, and indeed 


f Holland, Mich., 


insurance 


OLIVE o one of 


most successful life men 
in the west, is 
Instead 


sending in a business card on his recent 


a philosopher and optimist. 


call in Chicago he wrote on a slip of 


paper introducing himself, “Reverses 
make big men and break little men.” 
There is a lot of philosophy packed 
in that sentence. The business depres- 
sion had had different effects on differ- 


ent people. Those who have allowed it 


them have been prostrated. 


Out of the welter 
both little and big men. 


to crush 


and storm have come 


WHEN one hears another bragging en- 
thusiastically about some achievement that 
may not loom so big after all, the fact im- 
presses itself that if anything of magni- 
tude is done, anything that is really worth 
while, it speaks for itself. The one who 
accomplishes the feat does not have to tell 
about it. 
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Commissioner Don C. Lewis of South 
Dakota is reported now well on his way 
to recovery and expects to be home 
within the next two weeks. Commis- 
sioner Lewis went to St. Mary’s Hos- 
pital, Rochester, Minn., in January for an 
operation for a cancerous growth and 


has been confined to the hospital 
throughout the session of the legisla- 
ture. 


Floyd Fisher, agency secretary of the 
American Central, Indianapolis, is _ 
a tour of Texas agencies with P. 


ing 
Bennett, agency superintendent for 
south Texas. 

The New York Life is paying tribute 
this week to one of its great veterans, 


Harold Peirce, agents’ counselor of the 
Philadelphia clearing house, who is com- 
pleting 45 years’ service with the com- 
pany. Records of Mr. Peirce’s produc- 
tion before 1893 do not exist, but from 
that year until 1931 he has paid for 
more than $50,000,000 of insurance. He 
was the first millionaire president of the 
$200,000 club in 1901 and in the club 
year of 1905 he outstripped all New 
York Life field records up to that time 
with a record of $2,043,184 paid insur- 
ance. Mr. Peirce’s sight is somewhat 
impaired, but his general physical condi- 
tion is good and already in the new 1931 
club year he has produced about $1,000,- 
000, 

Horace H. Bell, 50, manager Pitts- 
burgh branch of the Missouri State Life 
for nine years, died at his home last 
week. Mr. Bell was associated with the 
Standard Life of Pittsburgh for several 
years before becoming affiliated with the 
Missouri State. 
have been 
coalition ticket for 
Dallas, Tex., city councilmen: T. L. 
Bradford, chairman of the board of 
Southwestern Life, W. H. Painter, sec- 
retary-treasurer United Fidelity Life, 
and J. C. Thompson, director Great Na- 
tional Life. 


Three life insurance men 


nominated on a 


Baltimore manager of 
the Metropolitan Life, celebrated his 
60th birthday last week. Mr. Bahlke 
has been active in civic affairs in Balti- 
more for many years. 


G. W. Bahlke, 


E. L. Carpenter, Minneapolis lumber- 
man, has completed 20 vears as a direc- 
tor of the Northwestern National Life. 


Mr. Carpenter became a director in 
February, 1911, but his interest in the 
company’s affairs began many years be- 


fore that when he became a _ policy- 
holder. He is an outstanding leader in 
the business world, and prominent in 


Civic activities in Minneapolis. 
Henry Laufersweiler, for 25 years 
manager for the Security Life at Colum- 
bus, O., died this week, aged 56. Death 
was due to blood poisoning following 
the extraction of teeth. 
cashier of the 
injured 
apart- 
when fire 
sustained a 
arm and 


E. S. Blair, home office 
Life of Virginia, was seriously 
last week in escaping from an 
ment house in Richmond 
broke out in the place. He 
fractured spine; also broken 
pelvis. 
vice-president of White 
agents in Minnesota for 
Northwestern National Life, was the 
honor guest at a luncheon at Minne- 
apolis Friday, celebrating his completion 
of 20 years with the company. The 
luncheon was attended by senior officers 
of the company and the officers of the 
White & Odell agency. 

Mr. Evarts went to the Northwestern 
National from the advertising staff of 
the “Eastern Underwriter” in 1911, and 


S. J. Evarts, 
& Odell, state 


4 | was appointed an agent under the White 





| 








& Odell 
Minnesota 
Now he is in charge 
territory outside of the 


agency, with several southern 
counties as his territory. 
of all the agency's 
Twin Cities. 


Thomas H. Knotts, of Des Moines, is 
dead at the age of 70. He was widely 
known in insurance circles, having 
1 secretary of 


served for several years as 
the old Standard Life. 

S. F. Clabaugh, president Protective 
Life, has been named chairman of the 


| sales division of the Birmingham cham- 


ber of commerce. 

H. C. Lawrence, New 
agent Lincoln National 
dress the Trenton, N. J., 
March 6 on “Investment Value of 
Insurance.” 


Jersey general 
Life, will ad- 
board of trade 
Life 
this year stand out in 
E. D. Duffield, president 
He celebrated his 
and on Nov. 15 


Two events 
the career of 
of the Prudential. 
61st birthday March 3 
of this year will round out 25 years 
service with the company of which he 
is now president. He joined the com- 
pany in 1906 as general solicitor, was 
then made fourth vice-president and 
general solicitor and has been head of 
the company since Sept. 1, 1922. 


P. S. Julienne, agency director of the 
New York Life at Mobile, Ala., is speed- 
ily recovering from a serious illness and 
is expected back to his desk in a few 
under the direction 


days. The agency 
of C. L. Sullivan, cashier,‘ had the big- 
gest month in its history in January. 


The agency has already made its spring 
allotment, which was not to be com- 
pleted until about May 1. 

Sam C. Pearson, Kansas City general 
agent for the Northwestern Mutual, 
celebrated the 25th anniversary of his 
association with that company Monday. 
Mr. Pearson has been a general agent 
for 20 years, having started out at 
Ottawa, Ill., under the Chicago agency, 
when it was under the direction of 
Charles D. Norton, later President 
Taft's secretary and a Morgan partner. 

W. T. Grant, president of the Busi- 
ness Men’s Assurance, and Mrs. Grant 
are spending this week at Hot Springs, 
Ark. J. B. Reynolds, president of the 
Kansas City Life, accompanied by Mrs. 
Reynolds, also is spending the week at 
the Arkansas resort. 


ea Fracleigh, | for 20 years vice- 
president of the United States Lite, 
died at his home at Boonton, N. J. 
Mar. 1 at the age of 83. He had been 
with the company for 58 years at the 
time of his retirement at the end of 
1928. He was made assistant secretary 
a short time after going with the United 
States Life and secretary in 1875. _ Mr. 
Fraleigh was born in Hudson, N. Y. 
His first insurance experience was with 
the Phoenix Mutual Life, as assistant 
general agent. He is survived by two 


daughters, Mrs. George Abbott of 
Boonton and Mrs. Albert Jordan of 
Wilmette, Ill. Mrs. Fraleigh died about 
a year ago. 


Leon Gilbert Simon, Equitable of 
New York in New York City, was m 
Albany last week on the same day w hen 


he was scheduled to address the Phila- 
delphia Association of Life Underwrit- 
ers. The time was too short to make 
it by train so he flew over. And thus 
is revealed that he now has 200 hours 
in the air and will soon be eligible tor 
a transport pilot's license. 


TRYING to square it with yourself is a 


a most absurd and useless waste of 
time. You are a money-loser from the 
time you get yourself buffaloed with 
that idea that you are up against 4 


tough game. 
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Penn Mutual Makes Changes 


Oakland, Cal., Office Put Under Ben F. 
Shapro at San Francisco—Mouser 
at East Bay 





SAN FRANCISCO, March 5.—The 
Oakland, Cal., office of the Penn Mu- 
tual Life has been merged with the San 
Francisco office under the management 
of Ben F. Shapro, general agent. Effi- 
ciency and elimination of duplicate ex- 
pense are reasons advanced for the mer- 
ger. Under the new arrangement, John 
Pp. Davies, general agent at Oakland, 
is transferred to San Francisco as asso- 
ciate general agent. 

James L. Taylor, associate general 
agent at San Francisco, is given the 
management of the Oakland office with 
John Burton as assistant. R. H. Mou- 
ser, assistant to Shapro for several years, 
will go to the east bay as assistant in 
agency supervision and _ educational 
work. With the addition of the Oak- 
land office to his field, Shapro will have 
supervision over all territory north of 
the Tehachapi mountains with the ex- 
ception of the Sacramento valley and 
Stockton. 


J. P. Orchard 


J. P. Orchard, who has had experi- 
ence as a producer, general agent and 
home office supervisor, has been ap- 
pointed general agent for the American 
Union Life of St. Joseph, Mo., in 
Omaha. Associated with Mr. Orchard 
will be L. H. Rockwell, who has had a 
number of years’ experience in home of- 
fice agency work. The office will cover 
the territory adjacent to Omaha and 
Council Bluffs. Mr. Orchard’s latest 
connection was with the Mutual Trust 
Life of Chicago. 


Hugh Cannell, D. R. Gourlay 


Hugh Cannell, formerly manager of 
the main Montreal office of the Mutual 
Life of Canada, has been appointed man- 
ager for British Columbia with head- 
quarters at Vancouver. Mr. Cannell is 
a past president of the Life Under- 
writers Association of Canada. Before 
going to Montreal he was manager for 
the Mutual Life in New Brunswick. 
While manager in Montreal he was one 
of the originators of the Managers As- 
sociation in that city. D. R. Gourlay, 
formerly manager at Ottawa of the Mu- 
tual Life, succeeds Mr. Cannell in 
Montreal. 


L. D. Fowler, J. W. Knorr 


L. D. Fowler, Connecticut Mutual 
Life general agent at Fort Wayne, Ind., 
has been appointed general agent at 
Cincinnati, succeeding H. T. Saunders, 
who will devote his entire time to per- 
sonal production as associate general 
agent. J. W. Knorr, general agent for 
five years at Rockford, III, will. succeed 
Mr. Fowler at Fort Wayne. 


Percy C. Logsden 


Percy C. Logsdon has been appointed 
manager of the Fidelity Mutual Life at 
Evansville, Ind. He will have offices 
im the Citizens Bank building. He is 
a director of the Chamber of Commerce 
of Evansville and of the Rotary Club 
and president of the Kiwanis Club. 


All-States Life 
The ‘"l-States Life, Montgomery, has 
appointe.. the following general agents: 
N. Thomas, Troy, Ala.; A. A. 
Boozer, Alexandria, Ala.; Ellis & Ellis, 
Jasper, Ala.; Moffett Insurance Agency, 
ublin, Ga., all new agencies. 


W. A. Coles 


«W: A. Coles has succeeded E. J. 
Strickland as manager of the Cleveland 


with offices at 878 Union Trust build- 
ing. Mr. Coles was formerly with the 
Penn Mutual Life at Philadelphia. He 
entered the life insurance business sev- 
eral years ago with the Canada Life 
at Montreal. 


Maurice E. Steinhilber 


Maurice E. Steinhilber has gone with 
the Fidelity Mutual Life at Cleveland, 
under a manager's contract covering 16 
surrounding Ohio counties. He was 
formerly with the Mutual Benefit Life. 
He is president and past secretary of 
the Cleveland alumni of Ohio State 
University. 


H. G. Johnson 


H. G. Johnson has been appointed 
manager of the Cleveland agency of the 
Bankers Life. He has been connected 
with the Bankers Life ever since he 
entered that field of work in 1925. He 
was formerly manager of the Buffalo 
agency and prior to that was assistant 
manager of the Pittsburgh office. 


Sam T. Harris 

Sam T. Harris has been appointed 
Arkansas manager of the Bank Savings 
Life, Topeka, Kan., George L. Grogan, 
agency supervisor, was in Little Rock 
Saturday to assist in opening the new 
branch, which is in the Donaghey build- 
ing. 


Robinson Named Associate 
W. J. 


J. Robinson becomes associate 
general agent in the recently established 
general agency of Cyrus Lund of the 
Pacific Mutual Life at Erie, Pa. Mr. 
Robinson heretofore has operated a gen- 
eral insurance agency at Erie. 





Life Agency Notes 











Cc, B. Myers has been made associate 
general agent at Richmond, Va., for the 
Aetna Life under P. D. Sleeper, general 
agent at Washington, D. C., who now 
has supervision over Virginia. Mr. Myers 
was formerly a member of Dunlop & 
Myers, Aetna general agents for Vir- 
ginia, which was recently dissolved All 
Virginia business will be transacted 
through the Richmond office as hereto- 
fore. 

x* * * 

E. W. Wade, manager of the Pan- 
American Life at San Antonio, Tex., Nas 
established a group department under 
the management of T. L. Johnson 

cS a 

L. W. Hoskins, formerly with the 
Aetna Life at Harlingen, Tex., is asso- 
ciated with E. W. Wade of the Pan- 
American Life in the establishment of 
a general agency in Corpus Christi, Tex 

So 2 

Jamex Cannon has become agent for 
the Ohio State Life at Danville, Ky., in 
charge of ten counties in central Ken- 
tucky. 

* * * 

R. F. Reve has been put in charge of 
the Washington (D. C.) district of the 
Eureka-Maryland Assurance, succeeding 
H. B. Wanda Mr. Reve was formerly 
superintendent at Oil City, Pa., for the 
Prudential 


Lawrence Ach’s Insurance 


The $1,512,000 insurance on the life 
of Lawrence Ach of Cincinnati, -as pub- 
lished in a Cincinnati daily paper, was 
carried by these companies in_ the 
amounts indicated: Union Central, $552,- 
000: Massachusetts Mutual, $300,000; 
Northwestern Mutual, $249,000; Mutual 
Benefit, $200,000; Pacific Mutual, $100,- 
000; Prudential, $50,000; Mutual Life, 
$36,000; Equitable, $10,000; United States 
government, $10,000; Penn Mutual, $5,- 
000. The Union Central had reinsured 
all except $50,000 of the amount it ~was 
carrying. What reinsurance the other 





agency of the Jefferson Standard Life, 





companies had is not known. 
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WILE THE 
BOND MARKET 


SAGGED 


N*’ NL Bonds Increased 


in Value! 


CCORDING to figures published 


by responsible statistical organiza- 
tions comparing the average yield of 
Railroad, Public Utility, and Industrial 
bonds by grades of quality, all except 
the highest grade bonds hed a lower 
market value at the end of 1930 than 
at the end of 1999. The market value 
of NYNL bonds went up. At the end 
of both 1929 and 1930 the Company's 
bonds were worth more at the “market” 
than the value at which they were 
carried in the financial statement. 


Comparative figures on book and 
market value of Bonds: 


Amortized 
Value Excess of 
( Value et Market Value 
which carried Actual over value at 
in financia | Market which cerried 
statement) Value in Statement 


December 31,1930 $17,687,935.20 $17,921,123.48 $233,188.28 
December 31, 1999 16,314,416.39 16,369,154.34 54,738.95 
Increase in difference between Market and Book Values $178 449.33 
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ALWAYS LOOKING 


For those who want to be associated with 
a Company that has age, stability and 
deals in a friendly, uplift way with field 
workers. 


Union Mutual Life 


Insurance Company 


Portland, Maine 
Incorporated 1848 
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Five-Year Plan Is Discussed 





Home Office Executives Attend Annual 
Meeting of Newark Agency of 
Provident Mutual 





Various phases of the Provident Mu- 
tual Life’s five-year plan were discussed 
by home office and agency speakers at 
the annual meeting Saturday of the 
Newark agency, of which A. F. Gillis 
is general agent. 

The home office was represented by 
F. P. Todd, insurance supervisor and 
chairman of the selection committee, 
and F. C. Morss, manager of agencies. 

L. G. McDouall, associate trust officer 
Fidelity Union Trust Company of New- 
ark, spoke on “The Trust Company’s 
Place in Creating Life Insurance Con- 
sciousness.” J. F. Shindell was elected 
president of the agency organization. 


Stone Named Supervisor 


J. E. Stone, Jr., becomes agency 
supervisor of the State Mutual at Pitts- 
burgh under General Agent Frank C. 
Wigginton. Mr. Stone has been with 
the agency about four years and was 
acting general agent following the resig- 
nation of the former general agent, F. A. 
Johnston, until Mr. Wigginton was ap- 
pointed Nov. 1, 1930. Mr. Stone ia 
active in life association affairs and is 
a member of the Pittsburgh association, 
C. L. U., tutoring groups. Present plans 








of the agency call for increasing the 
office space approximately 50 percent 
and remodeling the local plant. January 
production exceeded last year’s mark by 
17 percent. 


Chapman to Make Tour 


W. R. Chapman, assistant superinten- 
dent of agencies for the Northwestern 
Mutual Life, will conduct a series of 
general agency meetings in the east dur- 
ing the latter part of March. He will 
visit Harrisburg, Lancaster, Richmond, 
Scranton, Albany, Worcester and 
Rochester, N. Y. 


Perkins in the East 


A. R. Perkins, agency manager of the 
Jefferson Standard Life, is making a 
tour of the eastern states and spent 
a day this week at the Newark office, 
which is under the supervision of Fred 
Lieberich, Jr., general manager for 
northern New Jersey. 








Rochester and Buffalo Figures 


January life insurance paid for in the 
Rochester, N. Y., district, as reported 
by 27 companies to the statistical bu- 
reau of the chamber of commerce, was 
$4,923,697, a 20 percent decline from 
January, 1930. Thirteen of the report- 
ing companies showed gains over that 
month. 

In Buffalo, life insurance paid for in 
January was $8,664,001, a 6 percent de- 
cline from January, 1930. 
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Disappearance of Assured 





Ohio Court of Appeals Passes on Case 
in Which Midland Mutual 
Is Interested 





In the case of Midland Mutual Life 
vs. Palmer, the Ohio court of appeals 
has reversed the lower court and re- 
manded the case for a new trial. The 
petition stated that the assured died 
either Feb. 5, 1922, or was presumed to 
be dead at the end of seven years from 
that date. The plaintiff offered evidence 
showing the circumstances surrounding 
the disappearance of the assured, indi- 
cating that on the date mentioned he 
was murdered and his body was thrown 
into a hole in the ice of a river. It was 
stated that the assured had not been 
heard from for more than seven years, 
had not been seen by those who would 
under ordinary and natural circum- 
stances come in contact with him. 

The policy contained a provision that 
no action should be brought unless 
commenced within five years from the 
time when the right of action accrued. 
The suit was begun Feb. 15, 1929. The 
higher court held that the plaintiff’s case 
depended on his proving that the as- 
sured died within five years of the time 
of the bringing of the suit. The evi- 
dence of absence from his home for 
seven years raised the presumption that 
he died at the expiration of these seven 
years. However, it was but prima facie 
evidence. There was evidence from 
which the jury might reasonably infer 
that he died more than five years before 
the bringing of the suit, at the time of 
his disappearance. Therefore the ques- 
tion of the time of death should have 
been submitted to the jury, says the 
higher court which remands the case 
for new trial. 


Sets Two-Year Record 


Notwithstanding general business 
conditions the A. Patterson agency 
of the Penn Mutual in Chicago closed 








February with $1,368,000 new business, 
a 26 percent gain over the same month 
in 1930. This completes a_ two-year 
period in which the agency’s production 
every month has exceeded $1,000,000. 


Conducts Indiana School 


The Business Men’s Assurance con- 
ducted a training school at Lebanon, 
Ind., under the direction of F. W. Mol- 
ler, state manager, which was very suc- 
cessful. A group of new men were 
paired off with experienced agents, as a 
part of the course, and spent a part of 
each day in demonstrating sales with 
real prospects throughout the city. 





Reconsider Investment Bill 


After having been defeated in the 
Ohio house, the Gillogly bill, which 
would permit the diversification of in- 
vestments of domestic life companies, 
has been reconsidered and referred to 
the insurance committtee for further 
consideration. One amendment offered 
would bar investment of insurance funds 
in preferred stocks, common stocks hav- 
ing already been eliminated from the bill. 
Another amendment would bar invest- 
ments in bonds or notes secured by 
mortgages. Further hearings on the bill 
will be held by the insurance com- 
mittee. 





Steussy Has Fine Record 


Henry M. Steussy, who joined the 
A. A. Heald general agency of the 
Provident Mutual in Milwaukee last De- 
cember, has mad a fine record. He has 
settled for $376,000 in 21 applications 
since the date of his contract. 


Form Assessment Associations 


Associations raising benefit funds by 
assessment of members at the death of 
a member are now filing articles of in- 
corporation in Wisconsin. An opinion 
of the attorney general declares they are 
not insurance corporations and legal if 
they promise no stipulated benefit. 

The United Benevolent Society of 
Milwaukee makes assessment of $1 per 
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death. Operation expense is limited to 
7 percent of the assessment. H. B. 
Printipp, A. Witt and C. Witt of Mil- 
waukee are the incorporators. 


Ohio Industrial Bill Killed 
The insurance committee of the Ohio 


house has indefinitely postponed the bill 
to include industrial policies among 
those requiring standard forms. 


R. A. Clark, assistant superintendent 
of agencies Northwestern Mutual Life, 
conducted the Monday morning meeting 
at the Hobert & Oates general agency 
in Chicago. 
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Protects Insurance Proceeds 





Bill Passed by Nebraska Senate Clarifies 
and Extends Exemptions—Non-Med- 
ical, Juvenile Measures Approved 





LINCOLN, NEB., March 5.—Clari- 
fying and extending the exemptions of 
life insurance proceeds under the Ne- 
braska law, a bill which has been sought 
for several years in this state by the 
insurance companies has been passed by 
the senate. The present law secures to 
the beneficiary, free from the claims of 
creditors, only such amount of life in- 
surance as $500 annual premiums may 
buy. The new measure removes the 
limit, except that, subject to the statute 
of limitation, it secures to the creditors, 
out of the proceeds, only such amount 
as will repay the estate for premiums 
paid with intent to defraud creditors. 

The bill further exempts from the 
claim of creditors in case of insolvency 
all interest in policies above the cash 
value or above the amount of premiums 
paid in defraud of creditors. 

Another bill passed by the senate per- 
mits non-medical up to $2,500. Before 
passage an amendment was tacked on 
making such policies incontestable from 
date of issue. Inasmuch as non-medical 
can only be written in reliance upon the 
statements of the assured, which take 
the place of a medical examination, the 
measure will not aid the companies seek- 
ing to write non-medical. 

The senate has also approved a bill 
which materially increases the amounts 
of life insurance that may be written 
on children. Under 1 year, it is raised 
from $20 to $200: 1 to 2 years, from $50 
to $400; 2 to 3, from $75 to $600; 3 to 4, 
from $100 to $800; 4 to 5, from $130 to 
$1,000; 5 to 6, from $160 to $1,200; 6 to 


7, from $200 to $1,400; 7 to 8, from 
$250 to $1,600; 8 to 9, from $320 to 


$1,800; 9 to 10, from $400 to $2,000. Be- 
tween 10 and 21 any amount may be 
applied for. ° 


Companies Withdraw Farms 
From Market in Missouri 


KANSAS CITY, MO., March 5.—All 
larger companies, such as the Travelers, 
Prudential, Kansas City Life, Mutual 
Benefit, John Hancock and others, have 
agreed through the Missouri Farm 
Mortgage Bankers’ Association to with- 


| draw practically every Missouri farm in 
their ownership from the market for the 
| present season in order to support the 
| market itself and strengthen the morale 
|of farm owners. 
| Although Missouri farms affected 
have an aggregate worth of only ap- 
| proximately $3,000,000, their withdrawal 
! will be a beneficent factor in the de- 
| pressed market. Kansas is not affected. 
|The action in Missouri is to answer 
rumors about the volume of farms to 
be “dumped” on the market, which has 
| been both “oversold and overtalked.” 


Tells Opportunities for Women 


Opportunities for women in life insur- 
ance business were outlined to 105 wo- 
men students in the University of Min- 
nesota school of business by Mrs. Mar- 
tha W. Allin, with the Mutual Life of 
New York in Minneapolis. She strongly 
advised the students against entering the 
insurance field unless they are well 
grounded in the knowledge of invest- 
ments and are confident they have quali- 
ties necessary for good salesmanship. 

“Women are 20 years behind men in 
the art of salesmanship,” Mrs. Allin 
said. “Too often, a woman insurance 
agent’s attitude is one of asking a favor. 
Life insurance nowadays is not sold on 
that basis.” 


Security Mutual Confab 


Representatives of the Security Mu- 
tual Life of Nebraska from Missouri, 
Kansas and Oklahoma met in a two-day 
session in Kansas City, Mo., last week. 
M. A. Hyde, secretary, and other home 
office officials attended. A. C. Sweeney, 
Kansas City general agent Mutual Bene- 
fit Life, was among those who spoke. 


Iowa Anti-Rebate Bill 


A bill, providing for a penalty of a 
$500 fine and revocation of license for 
three years, has been introduced in the 
Iowa senate to prohibit rebating of in- 
surance premiums and the offering of 
any other special advantage or induce- 
ment. The fines would be turned over 
for the benefit of the school fund, under 
the bill. 


Hearing on Fraternal Bill 


LINCOLN, NEB., March 5.—A two- 
hour hearing was given Friday by the 
Nebraska senate committee to advocates 
and opponents of the bill asked for by 





fraternals which opens the way for the 





sale of all forms of certificates and 
which was attacked by representatives 
of old line companies as giving the fra- 
ternals exemptions to which they are 
not entitled. These latter told the com- 
mittee that they would withdraw all 
opposition if the fraternals would con- 
sent to being taxed on their reserves, 
that their agents be licensed and that 
in all other respects they meet on the 
same basis of competition. 


Regional Meeting in Wichita 


The Midland Life of Kansas City held 
a regional meeting in Wichita under the 
direction of C. M. Cortner, superinten- 


dent of agents, and F. L. Robertson, 
Wichita general agent. L. M. Boyer, 
recently appointed district manager, 


was introduced to the organization. 
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Jail Marriage Carrier Heads 





Court Finds Greater Metropolitan Mar- 
riage Endowment Association Officials 
Guilty of Operating Lottery 





DALLAS, TEX., March 5.—It took a 
jury in the federal district court 15 min- 
utes to decide the fate of the Greater 
Metropolitan Marriage Endowment As- 
sociation. The four defendants, H. W. 
Spencer, president; J. D. Jones, secre- 
tary; R. E. Tittle and M. L. Chandler, 
were found guilty of operating a lottery. 


They were fined $500 each and sen- 
tenced to 90 days in jail. 

Mr. Jones testified that the money 
collected from policyholders in Texas 


and Oklahoma was used to establish a 
Tom Thumb golf course in San Antonio. 
According to Jones $30,000 was paid to 
policyholders, but the company was un- 
able to meet all claims. Each policy- 
holder paid a $15 membership fee and 
was assessed $1.25 every time another 
member was married. There were also 
extra assessments. The judge declared 
that marriage is a chance happening that 
may not be and is not insurable. 


Crain Division Manager 

The Federal Life has appointed H. S. 
Crain division manager for Alabama 
with headquarters in Birmingham. Mr. 
Crain formerly served as agency direc- 
tor of the American Standard Life of 
Birmingham and later as agency direc- 
tor of the Union National of St. Peters- 
burg, Fla. 


Standard Enters Tennessee 


The Standard Life of Jackson, Miss., 
is now writing business in Tennessee. 
S. T. Hopkins, who has now become 
state supervisor, made a survey of the 
state which decided the company to 
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enter, The company was organized in 
1929, and Tennessee is the first new 


state entered. State headquarters will 
be at 203 Bennie Dillon building, Nash- 
ville. W. W. Rymer is district’ man- 
ager at Chattanooga, H. M. Waters at 
Knoxville and C, L. Majors at Jackson, 
Tenn. 


Indianapolis ‘Life Meeting 


F. P. Manly, president Indianapolis 
Life; J. P. Raub, secretary; A. L. Port- 
teus, treasurer, and W. I. Palmer, 


agency secretary, were in Houston, Tex., 
last week attending a meeting of all 
Texas representatives. A. H. Kahler, 
general agent at Peoria, Ill., accompa- 
nied the party from St. Louis and par- 
ticipated in the program. 


Pays First Death Claim 


With about $3,500,000 ordinary busi- 
ness in force, the Home State Life of 
Oklahoma City paid its first death claim 
in the ordinary department on the death 
of its first vice-president, Guy H. 
Fuller. Not only was this the first death 
claim in the ordinary department, but 
the policy for $12,000 held by Mr. Fuller 


| was the first policy issued in the ordi- 





nary department. 


Mutualization Bill Favored 


The insurance committee of the Texas 
senate has reported favorably the bill 
permitting mutualization of stock life 
companies in Texas. 


Speak at Columbia 


W. H. Harrison, vice-president and 
superintendent of agencies of the Atlan- 
tic Life, and Dr. F. P. Righter, medical 
director, spoke at the annual rally of the 
Columbia, S. C., general agency. 





| News of Pacific 
: Coast States 





Mosler Sold Large Amount 








Massachusetts Mutual Agent at Los 
Angeles Paid for $1,800,000 During 
the Past Year 


Henry G. Mosler, Los Angeles life 
agent, sold $1,800,000 of insurance dur- 
ing 1930. This fact would create the 
impression that even during a year 
when the bogy of business depression 
stared at people from every corner, a 
clever salesman can still make a good 
showing. 

Mr. Mosler, who is connected with 
the Massachusetts Mutual Life sold 
more insurance than any other man in 
his company, with but one exception. 

Analyzing the client’s situation is the 
secret of his success, more than any 
other one thing according to Mr. Mos- 
ler. When he approaches a prospective 














Men succeed when given practical aid by 


their general agents as planned by The 
Lincoln National Life, Fort Wayne, Ind. 
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t's worthwhile to represent the 
Pyramid Life because the tools 
furnished enable you to close 
business and build up a substan- 


We are looking 
tial renewal income. 


for reasonable 
sized general 
agencies in the 
cities and ru- 
ral districts of 
lowa, Illinois, 
Colorado and 


‘ Missouri. 


Modern and different non-par- 
ticipating policies at the lowest 
premium rates consistent with 
sound insurance and a liberal 
agents contract practically as- 
sure the success of our agents. 
It will be worthwhile for. you to 
inquire about our agency prop- 
osition. 


JOHN G. HOYT, President 
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client he tries to find out just what his 
need for insurance is. Perhaps the 
client has insurance, but needs more or 
perhaps he has never really been sold 
on the value of insurance as a safe in- 
vestment and protection to his family. 
After talking to the client Mr. Mosler 
then maps out an insurance program, 
making a written presentation of his 
needs. Doing this, Mr. Mosler feels, 
takes insurance out of the intangible and 
puts it in the tangible class. Then, fol- 
low this up with a good sales talk and 
the man is sold. 
Has Many Wealthy Clients 


Among his clients are many wealthy 
men. The average policy he sold in 
1930 ran $30,000. He believes that his 
success in selling these men is partially 
due to the fact that wealthy men are 
turning more and more to life insurance 
as an investment. They are realizing 
that not only is life insurance a safe in- 
vestment but that a substantial equity 
in a life policy is without peer as a 
source of ready cash in time of emer- 
gency. And many have faced that emer- 
gency this past vear. 

Mr. Mosler found that many men 
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INSURANCE COMPANY 
808 Security Bldg. 
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Growing — 
JUST ENTERED MISSOURI 


Large amount of territory open for 
General Agencies in Missouri and Kan- 
sas, including city of St. Louis and 
other large cities in Missouri as well as 
rural districts. 


The attractive up-to-date line of 
policies offered by this company 
in addition to the regular line of 
contracts include— 


Juvenile Policies 
Life Expectancy 
Retirement Income 
Guaranteed Paid-up Addition 


Our liberal general agents contracts 
enable our agents to make money. 


- KANSAS LIFE 
INSURANCE COMPANY 


KANSAS CITY. MISSOURI 











when approached declared they were al- 
ready carrying plenty of insurance. 
However they can still be sold on the 
idea of insuring themselves in favor of 
their business as indemnification, 


Cochrane’s Insolvency Bill 
Attacked by Insurance Men 


DENVER, March 5.—The insolvency 
bill, which is being sponsored in the 


Cochrane, has been attacked by many 
life insurance leaders as an untimely 
measure, and “particularly vicious” 
toward the interests of policyholders. 

The bill applies only to domestic com- 
panies. It provides that in the event of 
insolvency of an insurance company 
liens are established against the policy- 
holders and failure to pay the assess- 
ment within 30 days would cause the 
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policyholder’s contract to be voided. 

It is contended by opponents that 
such a law would lend encouragement 
to incompetent management of life com- 
panies. The remedy, it is said, would 
not correct the cause of the impairment, 
but the management would remain in 
the hands of the very officials who 
brought on the difficulties. They retort 
that the difficulties for which a solution 
is sought can best be remedied under 
the universal provision for reinsurance. 





Travelers Celebrates 


The southern California branch of the 
Travelers celebrated its 25th anniversary 
last Friday in Los Angeles. An all-day 
sales conference was held, concluded 
with a banquet. H. J. Frith, manager 
life, accident and health departments, 
W. E. Shiels, manager casualty depart- 
ment, and S. E. Purdy, manager fire de- 





partment, presided at the sales confer- 
ence. The home office was represented 
by J. O. Hoover, superintendent of 
agencies, and D. J. Bloxham, supervisor 
of tield service, who addressed both ses- 
sions. J. O. Youngfleisch was toastmas- 
ter at the banquet. 


Suicide Bill Passes House 
DENVER, March 5.—The bill to 





legislature by Commissioner Jackson 





eliminate suicide from the double indem- 


jnity clause has passed the Colorado 
| house on third reading, but has not got- 


ten on the floor of the senate vet. This 
bill was introduced as a result of a 
recent supreme court ruling, which 
classified a certain suicide as an acci- 
dent. 


Hold School at Long Beach 


The Equitable Life of Iowa will hold 
a regional school of instruction for its 
California agents at Long Beach March 
12-13, under the direction of Dr. C. J. 
Rockwell. Home office executives who 
are expected to attend are: H. E 
Aldrich, vice-president and superinten- 
dent of agencies; E. E. Smith, educa- 
tional director, and Ray E. Fuller, field 
supervisor. 








ACCIDENT AND HEALTH FIELD 














Policyholders File Action 


Make Many Charges About Reorganiza- 
tion of Kentucky Central Life & 
Accident—Suit Ruled Out 





LOUISVILLE, March 5.—The Ken- 
tucky commisioner has sole power to 
wind up affairs of domestic insurance 
companies, Federal Judge Dawson rules 
in dismissing suit of Elvy Whitesides, 
James Mills, Bettie Mills and others, 
policyholders of the Kentucky Central 
Life & Accident of Anchorage, Ky., 
charging mismanagement, misappropria- 
tion of funds, extravagance ih operation 
and salaries and illegal reorganization of 
a mutual into a stock company, without 
consent of policyholders. The court 
holds that most of the acts complained 
of occurred in March, 1917. 
The only attempt to offer excuse 
for the long delay in filing action is 
the statement that plaintiffs had no 
knowledge of the alleged acts, but it is 
apparent the plaintiffs undertook to say 
that they did not have knowledge of 
the proposed amendment of the charter 
and the reorganization in 1917. 

The company is named defendant, 
along with F. J. Walker, president, and 
T. O. West, vice-president. 


The Virginia Life & Casualty has re- 
duced the par value of its stock from 
$25 to $10. Each stockholder will re- 
ceive two shares of the new par value 
stock for one of the old, the additional 
$5 a share being applied to surplus. 


“Wills, Trusts and Estates,” by J. A. 
Madden, brings out the highly important 
“conservation of estates” phase of life 
insurance. Price, $2.50. Order from The 





National Underwriter. 





Cleveland Club Reorganized 





Admitted to Membership in the Nationa’ 
Managers Association—Knight 
Elected President 





The newly reorganized Cleveland Ac- 
cident & Health Insurance Club has 
been admitted to membership in the 
National Association of Accident & 
Health Managers Clubs. The club, 
known for vears as the Cleveland Casu- 
alty Conference, in changing its name 
has adopted the standard constitution 
and affiliated with the national organi- 
zation. 

G. H. Knight was elected president 
of the Cleveland club at the meeting 
last week. W. E. Watt is vice-presi- 
dent, J. J. McKnight, secretary, and J. 
McMahon, treasurer. The directors are 
W. E. Watt, J. C. Green, H. H. Hoard, 
H. G. Kenniston and T. D. Russell. 

President Knight announced the fol- 
lowing committee chairmen: Publicity, 
Robert Bowie; membership, W. M. Wil- 
son; entertainment, H. O. Brinker; leg- 
islative, J. Hanna. 


Aetna Issues Auto Contract 


Special Policy for Men and Women 
Has $10 Premium Per Unit, 
Many Benefits 
The Aetna is now issuing a special 
automobile accident policy with annual 
premium $10 for both men and women, 
employed and unemployed. It pays #5, 
000 for loss of life, both eyes, both 
hands, both feet, hand and foot, hand 
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or foot and eye; $3,000 for arm or leg, 
$2,500 hand or foot, $1,500 sight of one 
eve and $500 thumb and index finger. 
It pays for loss of time and medical ex- 
pense at the rate of $25 a week for not 
exceeding 26 weeks for total disability; 
$12.50 a week for not more than four 
weeks under partial disability. 

Hospital and graduate nurse benefits 
are $15 a week for not more than four 
weeks and non-disabling injuries $10 for 
surgeon’s fees. Identification indemnity 
jis $100. The policy covers for injuries 
received while operating, driving, dem- 
onstrating, adjusting, cranking or re- 
pairing a private passenger car; also 
while driving in a public or private auto- 
mobile or if injured or killed in conse- 
quence of explosion or burning of an 
automobile, or being struck by one. 


Idaho Supreme Court Holds 
That Grader Is a “Vehicle” 


An interesting case has been decided 
by the Idaho supreme court in Sant vs. 
Continental Life in which the question 
arose as to whether a road grader was 
a “vehicle.” Sant had a limited policy 
issued to readers of a Salt Lake paper. 
He was employed in road grading work 
and was operating a grader. It de- 
veloped that the blade of the grader had 
hit a stone in such a manner as to chip 
off a portion of the rock, throw the 
grader sideways, and so damage and 
bend the blade as to require replacement 
thereafter and so sprain one side of the 
front axle that one of the wheels ran 
sideways. 

The company contends that this 
grader was not a vehicle and that Sant 
was not riding in it. It declared that 
it was not wrecked or disabled and that 
there was no evidence that he was in- 
jured in it or thrown from it. The su- 
preme court held that a vehicle is in 
substance “an instrumentality for trans- 
porting persons or things from place to 
place.” The grader at the time of the 
accident was being so used. It was go- 
ing along the road to the place where 
its operations as a grader would begin. 
The court says that the policyholder 
was apparently as much “in” the grader 
as one could be. There is no dispute 
that it was horse drawn and that it was 
disabled to some extent, though not 
wrecked, but the terms “wrecked” or 
“disabled” are in the policy in the alter- 
native. The court says that though the 
evidence was circumstantial the conclu- 
sion at the time of the accident the de- 
ceased was riding in a vehicle and was 
thrown therefrom is not a presumption 


LIFE INSURANCE 


on a presumption but a legitimate deduc- 
tion from circumstantial evidence. Con- 
struing the provision of the policy un- 
der consideration most favorably to the 
insured, the court says the evidence 
clearly justified the lower court in in- 
structing a verdict for the plaintiff. 





Interesting Automobile 


Death Case Is Decided 


In Rockwell et al. vs. Federal Life, 
the Illinois appellate court, 3rd district, 
decided a case covering loss of life due 
to one being accidentally thrown from 
‘an automobile. rhe mother was riding 
home from the hospital with her son. 
he street was under repair. The latch 
in the car door did not always operate 
properly. The mother fell or was thrown 
trom the car onto the pavement. The 
company contested on the ground of 
suicide. At the trial the defendant moved 
for a directed verdict but was refused 
and the verdict was given for the plain- 
tiff. The company appealed. The ap- 
pellate court holds that the instruction 
which stated that there could be no re- 
covery if the deceased were not thrown 
from the car covered the problem. The 
verdict was affirmed. 





Double Indemnity Case 


\ provision in an accident policy 
tipulated for double indemnity if an in- 
jury were sustained “while the insured 
}is riding in or driving a privately owned 
j}automobile of the pleasure car type.” 
| Held that one dying of carbon monoxide 
gas poisoning, while an occupant of a 
car which was stalled in a mudhole in 
the nighttime at a place where the road 
was covered with water, was riding in 
an antemeaiiiie within such double in- 
demnity provision. Johnson ys. Federal 
Life, North Dakota Supreme Court. 





Form Philadelphia Alliance 


The Philadelphia Health & Accident 
Insurance Company Alliance is an or 
ganization of the Philadelphia industrial 
health and accident companies which 
holds regular meetings the first Wednes- 
day of each month. J. G. Gilligan, 
president Superior Life Health & Acci 
dent, is president of this organization; 
H. L. Heffern, secretary Alta Life, vice- 
president, and W. B. Corey, secretary 
Provident Industrial Life Health & Ac- 
cident, is secretary-treasurer. Nearly 
all of the Philadelphia industrial com- 





panies are members. 





Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 





__ NEWS ABOUT LIFE. POLICIES 


New Policies, Siete Rates, Dividends, Sains Values, and all Changes in | 


Digest” and “‘Little Gem,”” Published Annually in May and April respectively. 


Supplementing the * ‘Unique Manual- 








Issues Retirement Annuities 


Bankers Life of Iowa Enters Field 
with Comprehensive Series of 
Fine Contracts 


The Bankers Life of Des Moines has 
just issued a series of retirement an- 
nuity contracts with minimum of one 
unit with one $100 premium annually. 
The contracts provide from the retire- 
ment age a life annuity payable during 
the life of annuitant, with an option to 
take a refund life annuity payable 
monthly during the annuitant’'s life time 
With payments guaranteed to continue 
until at least the cash value at retire- 
ment age is returned. It has the usual 
Provisions for return at death before re- 
tirement age of at least the total annual 
Premiums paid, with cash value payable 
when larger, annual dividends are pay- 
able both before and after the retire- 
ment and there are guaranteed cash, 
loan and paid up values. Disability 


may be added with medical examination, 
providing $20 monthly income on each 
unit. The company will write on both 
men and women and for the life or re- 


fund annuity. 


Old Republic Has New Form 


Chicago Company Starts Writing Low 
Cost Form Known as “Liberator” 
in Limited Way 


The Old Republic Life of Chicago 
has placed on the market a new “Liber- 
ator” policy which is announced as a 
low cost whole life form with adjust- 
ment options after a modified period. 
It pays cash value in addition to face 
amount if death occurs during the modi- 
fied premium period. Full loan value 
may be borrowed and the _ interest 
charged is.434 percent. There is a sur- 
render charge less than 1 percent in 
the first ten years and no charge tnere- 





after. An advance premium deposit 
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served that 
through 


What Do You Want? 





In a life insurance company 
it’s safety. 


the future except by the past. 
The Franklin has always en- 


joyed an unusual financial in- 


amination proved that it has pre- 


integrity 


pression. 

Safety is an attribute of legal 
reserve life insurance that is 
scarcely open to question, but at 
this 
justly or not, it is a paramount 


particular time, 


consideration in every business 
mind. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 
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WANTED! Men who live 


HARRY L. 


in ARKANSAS 


to learn the interesting story con- 
cerning agency contracts for open 
territory the Southland Life has to 
offer YOU. For the complete facts 
write Clarence E. Linz, First Vice- 


President. 
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LISSEN, BILL,— 


On July 25th we will celebrate our Twenty-fifth 
Anniversary— 








Our first policy was issued on July 10, 1906, and 
our Company has enjoyed continuous, consistent 
and successful Growth— 








Nothing speradic or sensational in connection with 
our development—just wholesome, steady and 
substantial progress, always bearning in mind that Permanency is the 
result of Principle— 

Never much given to Figures and Fuss, too much of which grace the journals 
and literature, but closed 1930 with over $83,000,000 in force upon the 
lives of more than 40,000 policyholders, a nice increase from Dec. 31, 
1924, with $46,000,000 on the books— 


Our growth in 1930: Increase in Assets, $1,260,912.96—Increase in Net Re- 
serve, $966,544.00—Payment to Policyholders, $1,214,263.65—Dividends 
and Coupons to Policyholders, $271,790.61—Increase in Insurance in two 
years, $6,514,100.00— 

Total Payments to Policyholders, $6,856,693.00—Total Assets to Protect 
Policyholders, $13,490,664.30— 


And with our goal for 1931 set at $25,000,000 of paid-for business, it’s a mighty 
opportune time to become identified with a Company that is on the GO 
and the GROW, with no apologies to offer for its reputation of attracting, 
holding and helping Good Men to compete with and enjoy the Facilities 
and Fruits of the Best— 

Fieldmen within a radius of 250 miles of Columbus, who pay for $50,000 of 
acceptable business by July 1st, will be our guests at the company’s Birth- 
day Party to be held on July 25th—they and their Good Wives 





If you want to be a Partner in a Big Enterprise, tell it all in your First Letter. 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


LIFE HEALTH ACCIDENT 











‘Modern 
Life Insurance 
since 1845 


*The Company has, by its retro- 
active principle, kept every policy, 
regardless of date of issue, up-to- 
date in every possible respect. 


Ohe 
Mutual Benefit 


Life Insurance Company 


Newark, New Jersey 























privilege is extended with 3% percent 
return guaranteed and it is claimed in- 
terest on this will approximate 5 per- 
cent. Such deposits are withdrawable 
at any time, plus accrued interest with- 
out penalty, and cash value also may 
be withdrawn ‘without impairing the 
face value of the contract. The policy 
automatically becomes participating at 
the end of the modified period. 

There are four conversion options 
open at end of modified period: A. Con- 
tinue policy for four years at original 
modified premium, at end of which time 
policy expires without value _ unless 
privilege of exchange is exercised; no 
medical examination required if the ex- 
change is made on or before age 65; B. 
continue policy for life at original modi- 
fied premium with reduction of insur- 
ance to approximately one-third; C. 
continue policy for life subject to pay- 
ment of premium at little more than 
double the modified period premium 
with reduction of insurance to approxi- 
mately two-thirds of the _ original 
amount; D. receive cash value for a paid 
up policy or continue in force under 
extended insurance option. 

The rate at age 35 is $14.45 per $1,000 
and the modified period 26 years. The 
rate after age 61 to continue the full 
amount of insurance is only $54.41. The 
Old Republic quotes rates from ages 1 
to 60. These are: 


Modified Modified 
Age Per. Prem. Age Per. Prem. 
Skea $ 8.00 35 .$14.45 
> suacees 8.37 eS 17.52 
i écnaede 8.84 eeenewe 21.25 
Te: ecnwane 9.37 TO ocseeee 26.79 
DD  Siieracarn 10.22 , eee 10 
S -6ee8e% 11.15 Sekaweed 48.03 
i wneses 12.71 


Manufacturers Life 


The Manufacturers Life of Canada an- 
nounces a reduction in participating pre- 
miums in the West Indies, central and 
South America. The rates, in those ter- 
ritories, are still, however, higher than 
in Canada, United States, Great Britain 
and other northern countries. TIllustra- 
tive of the extent of the reduction is the 
ordinary life premium change at age 30, 
which is lowered from $29.50 to $24.75. 

The cash surrender values on policies 
issued under the new rates are, in the 
earlier years, somewhat lower per thou- 
sand than those available under the 
former rates, but the company points 
out that a greater amount of insurance 
can be purchased for the same outlay. 

Another announcement is that the 
Manufacturers Life will discontinue 
quinquennial dividends and will issue 
participating policies on the annual divi- 
dend plan only. 

The company differentiates between 
tropical and sub-tropical rates. 





Effective Sales Kit 
of Mutual Trust Life 





An effective sales kit which is a model 
of typography, brevity and clarity, is be- 
ing issued by the Mutual Trust Life of 
Chicago to its agents. This is in loose- 
leaf form in six sections, each devoted 
to a particular policy. Each section, 
consisting of a detachable folder, con- 
tains a prepared presentation or sales 
talk which has been found highly suc- 
cessful by the company’s leading pro- 
ducers. The work of editing was done 
by B. M. Woodson, assistant to the 
president and publicity manager. 

The thought is that agents who lack 
experience and occasionally forget vital 
points in their canvass may have the 
most successful sales in a form to set 
before a prospect and go over it with 
him. Five sections first were published, 
devoted to cleanup fund, family income 
bond, property and income, the prospect 
and his future and college educational 
plans. A sixth section devoted to facts 
about the company appeared very soon 
after the first of the year when the 
company’s statement was released. 

Experimental use of this sales plan 
while it was being put in type resulted 
in sale of the linotype operator who set 
the type, the compositor who made up 
the pages and another employe of the 
print shop. 
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Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sanseme Street 437 Se. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


tee N. La Salle Se 
T State 7238 


CHICAGO, ILL. 











L A. GLOVER & CO. 
wd Consulting Actuaries 
128 North Wells Street, Chicage 


Life Insurance Accountants 
Statisticians 








J. Charles Seitz, F.A.L.A. Consulting Actuary 
Author “A System and Accounting for 
a Life Insurance Company.” 
Attention to 
Legal Reserve, Fraternal and Assess- 
ment Business—Pensions 





228 North La Salle Street 
Phone Franklin 6559 Chicago 
INDIANA 





Hilett, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








H ARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 
Consulting Actuary 
87 Paul Brown 
St. Louis, Missouri 
and 
806 Securities 
Kansas City, 








NEW YORK 





M* M. Dawson & Son 


CONSULTING 
ACTUARIES 


ss W. 44th St. New York City 








YW oopwarp, Fonpier and RYAN 


Consultants 
Actuarial, Accounting and 
Management Problems 


75 Fulton St. New York 











OKLAHOMA 


J. McCOMB 

e _COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
etc., Calculated. Valuations 
and minations Made. Policies 
and all Life Insurance Forms Pre- 
The Law of Insurance 6 


ty. 
Colcord Bidg. OKLAHOMA CITY 
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Educational Plans Outlined 





Michigan Committee Drafts Report 
After Conference with Commissioner 
and Head of School System 


LANSING, MICH., March 5.—Fol- 
lowing conferences with Commissioner 
Livingston and W. M. Pearce, super- 
intendent of public instruction, a special 
committee from the Michigan Associa- 
tion of Life Underwriters, composed of 
G. S. Kies, Lansing; Dewey Stearns, 
president Saginaw association, and J. B. 
Dexter, Battle Creek, president, has 
drafted a preliminary report containing 
suggestions for introducing constructive 
educational material on life insurance 
into the state’s educational system. The 
report emphasizes the unparalleled util- 
ity of life insurance as an investment 
and indicates the trend in this direction 
since the days when protection only was 
deemed the paramount consideration. 
Life underwriting now, it is emphasized, 
is welfare work for humanity in the 
largest sense of the term and the im- 
portance of financial reserves in the 
form of life insurance is becoming more 
apparent daily. Adult education as well 
as that in the schools is necessary, the 
report points out. A _ bulletin service 
explaining these aspects of life insurance 
is suggested, the bulletins to be prepared 
and sponsored by the insurance depart- 
ment, and distributed, in part, at least, 
by the department of public instruction. 
*x* * * 

Wyoming—The annual meeting of the 
Wyoming association stressed the fact 
that life insurance is one outstanding 
form of security which is never affected 
by national depression Officers elected 
at the meeting are: J. F. Jordan, 
Cheyenne, president; J. E. Clark, Casper, 
first vice-president; A. B. Lapham, 
Cheyenne, second vice-president; J. M. 
Schaedel, Cheyenne, secretary; W. P. 
Peak, Cheyenne, national executive com- 
mitteeman. Directors are: C. W. Hills, 
F. A. Farnsworth, Roy V. Waln, Ruban 
Riley, Bruce Jones and E. E. Shaw, 
Cheyenne; Grant McCloud, Sheridan; L 
M. Kymer, Casper; R. K. Neiderjohn, 
Laramie. 

x * * 

East Bay (Cal.)—President J. J. Steegs 
of the East Bay association announces 
receipt of an invitation from the Oak- 
land chamber of commerce asking the 
life underwriters to take charge of the 
chamber’s meeting April 17 with an in- 
surance program. An insurance com- 
mittee is now being appointed by the 
Oakland chamber. 

x * * 

West Texas—At the regular meeting 
of the West Texas association in Abi- 
lene “Beneficiaries” were discussed by 
C. A, Creagh, Volunteer State Life. 

* * 

Birmingham, Ala.—Most insurance men 
know sufficient about life insurance but 
don’t know enough about human beings, 
said D. R. Mason, assistant superintend- 
ent of agencies Aetna Life, in an address 
before the Birmingham association. He 
urged agents to keep a closer contact 
with their old customers and added that 
too many “raise a peach orchard and 
leave it without gathering the fruit.” He 


was accompanied by N. M. DeNezzo, 
manager of the Aetna’s conservation 


unit. They were introduced by W. C. 
Read, manager of the Aetna’s Birming- 
ham office. 

President Outcault read a letter from 
- C. Greer, new superintendent of in- 
surance, thanking the association for 
the endorsement given him. Mr. Greer, 
who was a member of the association, 
Was elected an honorary member for 
the term of his office. 

*x* * * 

Wichita, Kan.—V. B. Coffin, the Penn 
Mutual's director of education, was a 
guest of the Wichita association at its 
monthly meeting. He gave his well 
—_e address on “The Secret of Sell- 





* * * 

The program for the sales congress, 
Which will be held in Wichita March 27, 
has been completed. Leon Ingham, presi- 
dent of the Wichita association, states 
that 400 delegates are expected, 

J. E. Bragg, New York University, will 





speak on “What Price Success” at the 
day session and will also be the banquet 
speaker on “Organized Dollars—Life In- 
surance from the Buyer's Point of View.” 
George E. Lackey, president National as- 
sociation, will speak on “Life Insurance, 
the Financial Safeguard of 1931,” and 
Mrs. W. S. Pritchard of the National 
association on “So That Women May 
Know.” Commissioner Hobbs will also 
be on the program. 
* * * 

Marshalltown, ta.—At the 
the Marshalltown association E. B 
del, state supervisor Peoria Life, spoke 
on “Monthly Income Insurance,” em- 
phasizing that the average policyholder 
does not realize the brief length of time 
in which his life insurance would pro- 
vide a regular monthly income to his 
dependents. 


meeting of 
Sey- 


S -. - 

Kansas City, Mo.—-Earl Smith, educa- 
tional director of the Equitable of Iowa. 
addressed the Kansas City association's 
last meeting. He was in Kansas City 
to attend the regional conference of the 
Equitable. 

The Kansas City association will hold 
a sales congress April 17 J. H. Mickey, 
State Mutual, general chairman for the 
congress, states that five or six of the 
outstanding producers and _ insurance 
speakers in the country will be on the 
program. 


ok *x * 
Erie, Pa.—The Erie association held 
a banquet March 5 with G. A. Price, 


vice-president and trust officer of the 
People’s Trust Company of Pittsburgh, 
as speaker on “Insurance Trusts.” The 
Erie chamber of comerce was cooperat- 
ing in making the banquet a semi-public 
affair because of the informative nature 
of the address. 
* * * 

Peoria, 111.—<At the last meeting of the 
Peoria association L. L. Montgomery of 
the Rough Notes Company, Indianapolis, 
was the speaker 

“The secret of selling is to practice 
visualizing word pictures,’ Mr. Montgom- 
ery stated. “When you make a man look 
ahead and see a picture of the years to 
come, then, and only then, can you make 
him understand his need for life insur- 
ance. Leave out the question of life un- 
derwriting and consider only the need 
of understanding the problems of each 
man with whom you deal.” 

Frederick Blossom of the Commercial 
National Bank brought out some inter- 
esting facts in regard to the condition 
of banks and loan associations. He said 
the increase in bank resources since 1925 
has been 22 percent. 

*~ * * 

Minneapolis—Rights of property must 
be recognized and protected if benefi- 
ciaries of life insurance policies are to 
realize on them, the Minneapolis asso- 
ciation was told by L. E. Wakefield, 
president of the First National Bank of 
Minneapolis, and vice-president of the 
First Bank Stock Corporation, speaking 
on “The Public’s Interest in Property 
Values.” He dealt especially with the 
menace of certain political groups that 
seek to overthrow existing systems of 
business and government. 

In Minnesota alone, Mr. Wakefield said, 
there is a total obligation of more than 
$500,000,000 on the part of life companies 
toward more than 1,000,000 beneficiaries 

“This sum can be forthcoming only 
if the investments of insurance com- 
panies retain their values, in the aggre- 
gate, and these investments represent 
large equities in the corporations of the 
country,” he said. 

* 7 ~ 

Mobile, Ala.—Homer Rodgers, agency 
manager of the Equitable of New York 
at Indianapolis, addressed the Mobile as- 
sociation, stressing the importance of 
joining the life underwriters associa- 
tion. President B. H. Walker, Jr., dis- 
trict manager of the Equitable, was in 
the chair. 





* * * 


Akron.—The Akron association has set 
aside March 16-21 for a life insurance 
and trust program, representing 20 life 
companies and banks having trust de- 
partments. Newspapers plan articles 
concerning this program, and there will 
be daily broadcasts over station WADC. 
Insurance men will make the 15-minute 
talks. There also will be speakers at 
various luncheon clubs throughout Sum- 
mit county and talks before high schools 
and students of the University of Akron. 
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SIXTY YEARS of PROGRESS 


1871 1931 


Statement for 1930 


705,678,000 
2,863,701 ,000 


New Assurances Paid for.$ 

Total Assurance in Force. 
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Twenty Thousand Dollars 


ww distributed among 

the representatives of the 
American Life Insurance Com- 
pany in 1931 from a profit-shar- 
ing fund held in perpetual trust 
for their benefit. This is only one 
feature of the AMERICAN plan 
of complete co-operation. 








AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 











GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 
er renewals 
Larger overwriting commissions 
All standard forms of policies (Participating and 
Non-Participating) 
Liberal disability benefits 
Double Indemnity benefit 
Guaranteed annual reduction in the premium 
Also cash dividends 
Low net cost 
Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidéntial. 











One of the speakers will be Roger B. 
Hull, managing director of the National 
association. Industrial life men will dis- 
tribute 30,000 circulars among employes 
in factories, stores and other places not 
easily reached by ordinary methods. 

The campaign is intended to inform 
the public on the most up-to-date and 
accepted methods of creating and dis- 
tributing individual estates, especially 
through life trust plans. Also by stress- 
ing life insurance as investment and 
property it is hoped to reduce’sales re- 
sistance. Finally, it is hoped that ethics 
will be improved and the organization 
strengthened. 

* * * 

Los Angeles.—At the meeting of the 
Los Angeles association Monday J. S&S. 
Knox, president Knox School of Sales- 
manship & Business Administration, Chi- 
cago, spoke on “The Salesman’s Prob- 
lem Under Present Conditions.” He 
dealt with the fundamental principles 
essential at this time to assure the suc- 
cess of the life underwriter, and the very 
definite concrete basis of facts that 
should feature the presentation of life 
programs to the prospect, in contrast to 
the old days when salesmen indulged in 
generalities which painted no concrete 
picture on the prospect's brain but led 
him into a blind alley and lost him ina 
fog. 

Announcement was made of a dinner- 
meeting March 13 with Dr. C. J. Rock- 
well as chief speaker. 

*x* *x * 

Columbus, 0.—R. G. Engelsman, gen- 
eral agent in New York for the Penn 
Mutual, spoke March 5 at a meeting of 
the Columbus association on “Think a 
Bit.” Mr. Engelsman showed, through 
specific cases, how agents can help them- 
selves by using a formula for thinking 
cut their own problems to their logical 
conclusion. 


Ellis Tells How 
to Vanquish the 
“Black Shadow” 


BALTIMORE, Mar. 5.—R. C. Ellis, 
home office general agent Home Life of 
New York, spoke at the monthly meet- 
ing of the Baltimore Life Underwriters 
Association on the “Black Shadow.” Mr. 
Ellis showed how unnecessary the fear 
of approaching a prospect, the “bugbear” 
of the average insurance men, is and 
how it can be overcome. Unless the agent 
can get rid of this fear complex, Mr. Ellis 
said, he can never make a success of his 
calling. ‘Fear, in reality, is a fiction 
of the mind because about 90 percent of 
the things we are afraid of have no 
tangible existence in fact and never 
happen. The best way in which to 
overcome it is to concentrate definitely 
upon the job at hand. The salesman who 
concentrates on his job, which is the 
sale, and who is thinking of prospects, 
applications, interviews, the close, and 
the delivery of the business, has no tims 
to be afraid. 

“Let, therefore, every underwriter 
who wishes to overcome the emotion of 
fear literally to bury himself in his 
work. Let him devote his spare time 
and excess energy to a development of 
his knowledge of life insurance and busi- 
ness in general. 

“Let him cultivate in his own mind 
the professional concept of life under- 
writing and practice service to his 
clients. More than this let him develop 
within his own mind that he is an un- 
derwriter and not an agent. That he 
is selling clients and not policyholders. 
That he has ideas to offer and not mere 
policies and beyond and above every- 
thing else that every buyer is entitled to 
honesty plus intelligence. 

“Then, in conclusion, let him have 
faith in himself and his work and realize 
that if conscientiously and carefully he 
does his job he need have no fear of 
things tangible or intangible.” 











Southeastern Advances Thomas 


Reid N. Thomas, who has been with 
the Southeastern Life only a_ few 
months, has been named superintendent 
of agencies. He formerly held the title 
of agency supervisor. 





Life General Agency Wanted! 


General Agency for State of Tennessee, for Life 
Company having at least $300,000,000 or more of 


business in force o be headed by man having 
ten years life insurance experience as agent man- 
ager, supervisor and home office official, who has 
built a large agency for prominent company and 
whose reputation and ability is well known in in- 


surance circles This party has large financial 


backing also several good men tied to him. Will 
expect company to offer splendid contract and be 
willing to make liberal cash allowance for ex- 
penses, matching investment of general agent If 


interested address $-97, The National Underwriter 








$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 
If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 
Write for Sample and Particulars 


* This is one of mang unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








WANTED: 


Home Office Manager of 
Agencies for Ordinary 
Life Department, large 
Southern Company. 


Address §-90 


The 
National Underwriter. 
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It Will Double Your Income” 
Easy to say, but backed by letters from 
t 


Underwriters in every ate in the 
Union. They KNOW it sells Life In- 


surance. Better get started before 
everyone else has the dope. LIFE 
INSURANCE AS A_ PROPERTY 
INVESTMENT. 
Get it only in “The Essentials of Life 
Underwriting.” 


The Diamond Life Bulletins, 420 East 
Fourth Street, Cincinnati, Ohio 
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“Millionaire” Sees Time Schedule 
and Written Analyses As Needs 
in Canvassing for Life Insurance 





Stuart Smith, 


necticut General at Akron, O., told the 


representing the Con-| 


Indianapolis Association of Life Under- | 


writers of his plans and methods which 


are yielding him more than a million a| 


year in ordinary insurance. 

The problems of jumbo risks, new 
aviation hazards and the deluge of sui- 
cides are troublesome for home offices, 
he said. 

Life insurance agents comprise many 
personalities. He described and ana- 
lyzed the methods of three types of 
agents—the good fellow, the dynamic 
salesman and the analytical type. 


Good Fellow Type 
Must Reform Methods 


The good fellow type, who has been 
depending on his personality for results, 
is faced with the necessity of reform- 
ing his methods. Mr. Smith recom- 
mended that this type cooperate with 
trust officers of banks and trust com- 
panies. 

He is not the kind that can give his 
prospect much help in planning an in- 
surance program but he is likeable and 
folks give him business if they feel justi- 
fied in so doing. It is therefore easy 
for him to recommend that a prospect 
put his affairs in good shape, and then 
lead him to a trust officer who will help 
to develop a suitable program. 


Gives Valuable Tip 
for Dynamic Salesman 


The dynamic salesman must have 
something more to sell than a mere 
policy. More and more service is de- 
manded of the life underwriter. The 


learn how to 
with more 


dynamic salesman must 
use his persuasive power 
definite objectives. 

The life insurance salesman must be 
an executive, and he has only one em- 
ploye, himself. He must departmentalize 
his business and make each department 
function efficiently. “I believe in rigid 
routine,” Mr. Smith said. “I believe in 
making calls in the morning directly 
from my home, rather than starting out 


after going to the office. I don’t be- 
lieve in appointments.” 

He stated his belief in the analysis 
method as a time saver. He outlined 


his own schedule of work as being di- 


| vided into two departments—from 8:30 


} a. m, 





to 12 o'clock, the 


ment, and the remainder of 


| thought 


made 
recreation 


routine 
one to 


this 


and entitled for the 


| remaining daylight. 


a full day | 


“I’m sold on the written analysis | 
plan,” he said. “It’s a time saver. 
When you talk to a prospect with it 


before him, it keeps his mind on the 
track. By having an analysis on each 
client you have a continuing record of 
the steps taken in his program. It also 
keeps competition at a distance. Good 
| competition is needed and is a good | 
thing for all of us, but the analysis 


sales depart- | 
the day’s | 


working hours belong to the adminis- | 


plan helps one to keep the inside con- 
tact with his own clients.” 

Personal analysis is the most effective 
approach for business insurance. Knowl- 
edge of business details and facts as to 
personal estates are necessary for mak- 











| 
| 
| 


trative department. From 12 to 1 goes| ing a good, workable and convincing 
for lunch, 1 to 1:30 for planning next | analysis. 
day’s calls, which he says is ample time It is a good plan to make a statement 
if the plan is followed systematically. | of a man’s estate as of today and as 
From 1:30 to 2 is spent, as he ex-| of the date of his death, with income 
pressed it, in working his prospects out | for each, and then show how things 
“into his ripe basket.” The preparation | will work out if there is the proper 
of analyses for prospects seen that amount of life insurance and what the 
morning occupies the time from 2 to 3. situation will be if there is not the right 
“From 3 to 4 I fool around,” he said, ! proportion of life insurance. 
“devoting the time to research, brush- | D. Bell, Indianapolis general agent 
ing up, study and keeping posted on| Connecticut General, introduced Mr. 
what is going on in the business. At 4 Smith. President Herbert Luckey pre- 
o'clock I like to stop.” He said that he sided. 
. rT . - 
Agents Advised to Use Variety of Bait 
“Change your bait and be persist will try to sell Prepare a_ written 
ent,” D. G. Paterson, professor of psy- | proposition. Write a sales letter. Dis- 
chology at the University of Minne-/| cuss the proposition with your man- 
sota, advised a meeting of the White & | ager and your fellow salesmen 
Odell agents of the Northwestern Na-| Determine what you will say in your 
tional Life at Minneapolis. | opening remarks. Assemble a set of 
“A salesman compares with fisher- | illustrative material to be used at the | 
man who uses many kinds of bait,” | interview. Prepare sketches, charts or 
Dr. Paterson said. “He shifts until he | blueprints. Make preparations for a 
finds the right kind of bait for a cer- | model demonstration. Write out a 
tain type of fish. Don’t be like the; brief of your main selling points. Con- 
fisherman who, because he caught a] sult your prospect list or records in 
nice mess of fish with frogs one day, | the office in order to get information. 
insisted on always using frogs there- Visit his place of business in order 
after. Change your bait and be -per-| to gather additional information. Run 


sistent.” 

In the course of 
son outlined 16 steps 
successful interview. 
as follows: 

Arrange a definite time. 
to see whether he can be 
Determine what particular policy 


his talk Dr. Pater- 
that make up a 
He outlined them 


Telephone 
interviewed. 
you 





over in your mind the general line of 
strategy to be used during the inter- 
view. Find out what competing sales- 


Try to figure out what 
objections the prospect will raise. 

The speaker also asked a number of 
questions, suggesting methods an agent 
should use in developing his business. 


men are doing. 








Facts, Figures 
a and a 


Inspirations 











If every wife knew what every widow 
knows, men would provide more clean- 
up policies —Security Mutual Roster. 


i ae 

“Mr. Prospect, if you lost $2,000, 
wouldn't you give a reward of $50 to 
the one _who found it and returned it 
to your 

“Sure—Why ?” 

“Your estate has just lost $2,000 
which I have found. I am willing to 
return this to your estate if you will 
deposit the reward of $50.” Policy was 
reinstated.—The Kansan. 

2 2 


About 2 percent of all persons ex- 
amined for life insurance in this country 
are rejected because of heart disease— 
New York Life. 

2 2 

Don’t let your policyhol ler overlook 
the fact’ that ‘paying premiums 
through a premium loan is not paying 


them. It may be getting a credit with 
the company on one’s own cash assets; 
but that simply adds one more item to 
the weight of “carrying insurance.” 
Borrowing for premiums, no matter 
what source the money comes from, is 


not paying premiums—it is simply an 
arrangement by which one increases the 
load!—The New England Pilot. 


A few of the more 

Do you systematically 
customers with the view 
names of possible prospects? 
time in the day, week, and month do 
you direct your efforts toward seeking 
new prospects? How many names do 
you have on your prospect list now? 
About how many names do you add 
to your list monthly? 

Do you ever attend social, civic or 
business meetings in your territory for 
the purpose of meeting possible pros- 
pects? When you are assigned to a 
new territory, what are the first steps 
you take toward building up a prospect 
list? 


pertinent ones were: 
call on old 
of getting 

At what 














happy, prosperous. 





Ask about territory. 





Following up LNL ice-breaking letters _ 


keeps Lincoln National Life men busy, 
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Tom 
*Phones 
Paul 


ELLO PAUL—How’s business? 

I just want to tell you about the 
United Life and Accident Insurance 
Company’s NEW INCOME INDEM- 
NITY POLICY. 

It’s a mew contract which protects 
the vast amount of money which a man 
can reasonably expect to earn by the 
time he reaches age sixty-five. If a 
man lives to age sixty-five he earns 
many thousands of dollars; if he dies 
before, his family not only loses him, 
but the thousands of dollars as well. 

This policy prevents this tremend- 
ous financial loss. When the insured 
dies or is permanently disabled, my 
company pays a livable monthly in- 
come to the insured’s family until the good seller. Why don’t you com- 
time that he would have been sixty- municate with 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


UNITED LIFE BUILDING CONCORD, NEW HAMPSHIRE 





five. Can you think of a contract 
which will do more? 

No, that’s not all. There is a death 
benefit of $600.00 payable at the time 
of the insured’s decease and this may 
be increased to $10,600 or $20,600 in 
case of certain specified accidental 
deaths. 

Expensive? Not at all! Only 
$210.00 a year is necessary to guar- 
antee a man’s wife $100 a month from 
the time of the insured’s death until 
the time that he would have been 
sixty-five. 

You say you've been looking for a 








ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 


NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 
Participating and meen - Polina thee and Women on Equal Terms—Total 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human 
Contracts and Special Producer’s Clubs 


a General Agency There ts Desirable T 
EBRASKA MINNESOTA AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


3 Pres - pea wecosiesneatg Cc. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 








Relations, Liberal 





If You Are R 
1IOwA— 





COL. C. B. ROBBINS, 











The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn’t this merely natural and 
logical ? 

Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. Toe Muruat Lire Insurance Company OF New York affords such 
conditions to its field workers. Life’ insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President - President 
of Agencies 

















GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 







Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 
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|New Troubles for 
Home of Arkansas 


(CONTINUED FROM PAGE 3) 


possession of assets of the Home Fire 
and Home Accident having a par value 
of $507,779, under the provisions of an 
inter-company agreement by which the 
fire and accident companies agreed to 
protect the life company for acts of the 
life company, for the protection of either 
or both of the sister companies. 


Disability Issue Appears 
Still Uncertain Matter 


(CONTINUED FROM PAGE 5) 
in reality quite small. It is estimated 
that if by some miracle all bogus cases 
could be exposed and liability denied, 
the improvement in the disability situa- 
tion would be relatively trivial. 


Prorating Plan Predicted 


Nevertheless some sort of prorating 
arrangement among companies seems 
inevitable. While no single company 


will guarantee an income large enough 
to keep anyone in extravagant luxury, 
it is still possible for a policyholder to 
load up in several companies and then 
make them pay and pay and pay. 

The favorite ailments in cases of this 
kind are nervous disorders, rheumatism 
and arthritis—diseases which it is vir- 
tually impossible to disprove by medical 
means if the faking policyholder is 
clever enough. It used to be impossible 
for a man who was not a victim of an- 
gina pectoris to describe its symptoms 
with sufficient accuracy to mislead a 
doctor. More astute “chiselers” have 
corrected the inadequacies of earlier ef- 
forts and it is now practically impossible 
to distinguish the real from the fake. 


Rate Increase Is Unlikely 


If experience dictates still further 
changes in disability rates and provi- 
sions, the tendency will be to make any 
major adjustments by restricting bene- 
fits rather than through raising rates. 

Even if the latter were greatly in- 
creased disability insurance might be 
worth the money for those who could 
afford it, but it might prove too costly 
to attract the average policyholder. 
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How to ‘Sell Payroll 
Deduction Policies 





S. R. Weems of Dallas, one of the 
leading producers for the Minnesota 
Mutual, told his colleagues in conven- 
tion at Colorado Springs the virtues of 
the payroll deduction plan and gave 
some hints as to selling methods. 

Mr. Weems reported that he has 
initiated the payroll deduction plan 
among employes of 45 leading com- 
panies in Dallas. 

From the company and agency view- 
point the payroll deduction plan is de- 
sirable because it secures good salaried 
people in cities and the turn-over js 
small, he said. 

The lapse ratio is low because, since 
the premium is deducted from the salary 
check, the insured doesn’t know the pre- 
mium date and doesn’t have to write a 
check. He isn’t reminded that he might 
cancel. 

Get Aid of Employer 


The first step in selling the payroll 
deduction policy, according to Mr, 
Weems, is to secure the active coopera- 
tion of the employer. Arrangement 
should be made for the agent to inter- 
view the employes at a certain desk in 
the office. The employer should be in- 
duced to send a letter to each employe 
on the letter-head of the company set- 
ing forth the advantages of the insur- 
ance plan. 

In interviewing the employes, the 
men of higher position should be ap- 
proached first. The fact that the man 
above him has bought insurance will 
make a strong impression on the em- 
ploye of lesser importance. 


Wider Annuity Field 
(CONTINUED FROM PAGE 3) 


protection against dying too soon they 
are offered a means of ‘minimizing the 
other hazard which life insurance is de- 
signed to cover—that of living too long. 

Retirement annuities have found wide 
sale among bachelors and unmarried 
women who in the past have bought en- 
dowment policies as a means of com- 
pulsory savings but who have no need 
whatever of the protection element. 
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and growth. 








GRAHAM DOWDELL, President 


A progressive up-to-date company with a program of expansion 


All Texas is our field. 
The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 
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UNLIMITED OPPORTUNITIES 





You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 





HOME OFFICE 











Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating  Child’s Educational Low Cost Term 


Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6°, Guaranteed Disability Income 


Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 
Age Limits: Income 
1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE GREENSBORO 
President North Carolina 


MORE THAN 370 MILLIONS IN FORCE 








STOP - LOOK - LISTEN 
Get In the Big Money Now! 


The reason that men without insur- 
ance experience are now producing 
at the rate of $1,000,000 a year is 
because the people who buy our 
policy now automatically share in 
the profits on a certain number of 
shares of stock as long as they live 
and keep the policy. 


Could you sell insurance with the 
cooperation of a few stockholders? 


Operating only in Illinois. 


Write today to Wilbur Wynant, President 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 


























W. L. MOODY, JR. W. L. MOODY, III W. J. SHAW 
President Vice-President Secretary 


SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
Surplus 6,100,953.69 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 




















An UNUSUAL CONTRACT 
will be offered to 


An UNUSUAL MAN 


WHO: —is a producer 


—can organize 

—is, of course, honest 

—has three years of experience 

—is seeking opportunity 

—will WORK 

—needs no financing 

—needs no drawing account or salary 
—needs no office expense 


BUT 


WHO: will accept Home Office help in the appointment of 


new Agents under him for whom he will not be re- 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 


THE COMPANY !t is rated “A” by Best 


Its rates ae Insurance are extremely low 

Age 35 Ordinary Life Net Cost 

irst year per thousand $17.85) 
It writes all latest forms—Participating ~~ 
including an improved Family eske form; also 
Juvenile 


Has over $135,000,000 in force. 


RR The Company desires ayy 4 ©: Sore Indiana, 

TERRITORY Illinois, North Carolina and 2 
Experienced field men to help pros man selected to 

ASSISTANCE build a real agency in which the Renewals are 
NON-FORFEITABLE, 

UNLESS You have no present connection, or you have a real 


reason for leaving your present connection and are 
not at fault yourself, we are not interested. Write 
fully about yourself. We will not communicate 
with references until after interview. Write §-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 



























The new 1931 


“LITTLE GEM” 
LIFE CHART 


Ready in March 


F you are not using the “Little Gem” you really don’t know 
what you are missing. Thousands of life underwriters will 
agree with that statement. 

It’s the handiest little helper you can imagine. Just a “vest 
pocket” size book but the facts it contains will answer for you 
those vexing questions that pop up so unexpectedly. 

Policy provisions, rates, dividends, costs, summaries, cash 
values and financial and insurance reports of the life companies 
—all the most important, carefully selected facts that are most 


Largest 
Circulation 
of any book 
of its kind ! 





frequently needed while canvassing. 


The ‘‘Little Gem’’ will help you 
Write More Business in 1931 


—it gives you greater confidence because you have the facts 
—it prevents useless discussion by giving immediate and authoritative answers 


—it backs up your sales points 

—it saves your time and widens the scope of 
your service 

—it answers rate, dividend, cost, value ques- 
tions 

—it gives you a financial and insurance report 
of all established companies, some 300 being 
included 

—it gives you the largest possible amount of 
life insurance information for a book of its 
size 


No other vest pocket book 
published has all these 
valuable features: 


Be sure to get your copy of the new 1931 “Little 
Gem.” It costs no more than others. Why not get 
the best? You'll never be satisfied with any other if 
you do . . . you'll then understand why thousands 
echo these sentiments : 

“I want to register the appreciation I feel every 
time I use the ‘Little Gem, to find the net cost col- 
umns added up. . . . It is a mighty handy book in 
every way.” 

Hotiey A. WILKINSON, 
National Life Vermont, Boston. 


IPLACE YOUR ORDER 


NOW! 


FOR EARLY DELIVERY 


Single Copy Price $2.00 


Special 
Company Club Rates 
To All Agents 


Published by 
The National Underwriter Co. 


420 East Fourth Street, Cincinnati 


INES 


CHICAGO PHILADELPHIA NEW YORK 
ATLANTA DES MO 


SAN FRANCISCO 


Why Thousands Prefer the 
“TITTLE GEM” 


Ordinary Life at Every Age 
Only the “Little Gem” gives you Ordinary 
life 20 year net costs at every age, 20-53 
inclusive, and at 55 and 60. 


Not Just Dividends—Net Payments 
Exact net figures with the dividends al- 
ready deducted, to be read at a glance. 
Dividend Accumulation Exhibits 


A new feature—for about 30 of the larger 
companies, showing, years to pay up, to 
mature, total amount paid and cash balance. 


The Information You Need 


More information, more companies operat- 
ing in your territory, than any similarly 
arranged small reference book. 


Financial and Insurance Report 


Some 300 companies are shown in this 
exclusive “Little Gem” feature. 


20 Year Actual Histories 
Here too, the “Little Gem” scores, Net 
Figures—20 years, nine ages for Ordinary, 
20 Pay and 20 year Endowment. 


Convenient Arrangement 
“Little Gem” exhibits are of a convenient, 
non-competitive arrangement, designed for 
the best methods of selling. 


Thorough Policy Analysis 


Many unusual policy provisions are care- 
fully analyzed in the “Little Gem,” in addi- 
tion to the usual ones shown in other books. 


MORE INFORMATION! 


MORE COMPANIES! 


MORE FOR YOUR MONEY! 














Bill me at my company club rate. 
me, I may return my order for full credit. 


Clip and Mail Your Order Now! 

RUSH FOR MY INSPECTION, as soon as ready: 
copies of the 1931 “Little Gem” Life Chart. 
If the “Little Gem” does not sell itself to 


TO THE NATIONAL UNDERWRITER CO. 
420 East Fourth Street, Cincinnati, Ohio 























